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1—Organization of an integrated and articulate construction industry 


which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—Identifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
merchandising-minded journalism and service toward these ends. The 
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NEW DOOR SALES POSSIBILITIES 


with these beautiful doors 
designed and built to meet the 


exacting demands of 











Nationally advertised Bilt-Well Doors— =, 
designed to CREATE new business, quick ~ 
sales and to realize larger PROFITS! 

The demand for beautiful doors to fit 
the homes of today has been constantly 
increasing. Here are two new doors to meet 
your customers’ demands—doors that are 
architecturally correct for Contemporary 
homes .. . doors are made of properly 
kiln-dried Ponderosa Pine, accurately ma- 
chined and sturdily constructed. 

Ask your Wholesale Jobber for prices, 
or write us for literature and name of 
nearest jobber. 





BILT @ WELL 
eee octeaatedl 
woop += 


CARR, ADAMS & COLLIER CO. Dubuque, Iowa 


Here’s alist of the Bilt-Well line @ Superior Unit Wood Windows @ Nu-Style & 
Multiple-Use Cabinets @ Carr-dor Garage Doors @ Combination Doors @ Screens & 
Storm Sash @ Basement Unit Windows @ Shutters @ Exterior Doors @ Interior 
Doors @ Entrances @ Louvers & Gable Sash @ Corner China Cabinets @ Ironing 
Board Cabinets @ Mantels @ Telephone Cabinets @ Stair Parts 
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Mitered and packaged mould- 
ing is available to convert the 
*“*Rancho"’ door to the ‘‘Ha- 
cienda” door. The moulding is 
simple to apply around the 
panels—either on one or both 
sides of the door. 





\ 








the 
Rancho 





A close-up view of the new 
“Rancho” door (showing !0P 
rail and stile, beveled a” 
raised). Heavy (%«” thick) solid 
panels cast a shadow and 
accentuate the beautiful contov! 
of the door, 


August 11, 1952, AMERICAN LUMBERMAN & 




















' WASHINGTON REPORT 








Dealer’s new sales tool? The heat that’s been 
driving much of the populace out to the ol’ 
swimmin’ hole has also been giving a relatively 
new market a forward push. That market of 
‘ourse is home air conditioning; something you 
might well investigate if you need another ap- 
pliance line. 


What builders are doing about it. A good many 
builders, they say, are laying their promotion 
bets on combined heating and cooling units. 
This installation, we’re told, goes usually into 

3 new houses costing from $15,000 to $20,000. 
Because this group seems to include the big 
market for complete air-conditioning. The 
makers of the apparatus say they’ve devel- 
oped the efficiency and economy of their prod- 
uct to the point where people who can afford 
a house in that price bracket can afford com- 
plete, year-around air conditioning. Especially 
if the house is designed originally for this in- 
stallation with correct placing of air ducts and 
omission of screened porches, breezeways, and 
windows useful only for ventilation. 





Separate cooling units. If you don’t feel like 
wading all the way into the vasty deeps of this 
technical sea, at least not all at once, there’s 
the business of the single-room, packaged in- 
stallation. Manufacturers and dealers say these 
units are highly efficient, are not hard to in- 
stall and are pretty useful in developing an 
urge among the neighbors for complete air 
conditioning in the new houses they’re planning 
to build. 





Fannie back in business. Fannie Mae is fixed to 
resume issuing advance commitments to buy 
eligible FHA-insured and VA-guaranteed mort- 
gages on defense, military, and disaster hous- 
ing and, when the time comes, making over-the- 
counter purchases of eligible mortgages. This 
revival, of course, is based upon the Housing 
Act of 1952; also that Fannie is pretty well 
stacked once more. She’s been given an in- 
‘reased purchasing authority of $900,000,000; 
ilso authority to issue advance commitments 
nan aggregate amount not to exceed $1,152,- 
100,000 outstanding at any one time. 





Reg. X to be relaxed. Housing starts for four 
consecutive months have gone above the 100,000 
mark. June starts were 106,000; not quite as 
many as for the corresponding month of last 
vear. Also the June starts of this year were 
a thousand less than those of May and two 
thousand less than those of April, of this year. 
You remember the requirement under the De- 
‘ense Production Act Amendments of 1952 





me that when housing starts fall below an annual 
ec on rate of 1,200,000, the provisions of Regulation 
yw and X must be drastically relaxed. The first period 


| contour 


for these calculations is to be June, July, and 
August. If they don’t make the adjusted aver- 
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age, as they probably will not, then allowing 
an added month of grace the compulsory ad- 
justment will come on the Ist of October. How- 
ever, a good many industry leaders expect Reg- 
ulation X to be lifted early in September. 


Explaining DPA amendments. Still some confu- 
sion, it seems, about the Defense Production 
Act Amendments; so an added word of expla- 
nation. First, the HHFA operates under sep- 
arate laws, sets its own credit rules in regard 
to down payments when it insures loans, and so 
is not subject to the DPA Amendments in re- 
gard to housing credits. Second, these amend- 
ments have to do with banks whose housing 
credit policies are subject to regulation by the 
Federal Reserve Board. The purpose of this 
regulation, of course, is to control the total 
volume of housing credit, if possible, and thus 
to prevent inflation. 


Banks call the tune. So these down payments 
established by the Board have been minimum 
payments. And if Regulation X is still in effect 
on the first of October, and if its terms are 
relaxed because the seasonally adjusted hous- 
ing starts have fallen below the annual rate 
of 1,200,000, then that down payment can’t be 
less than five percent. But the bank can require 
more than a five percent down payment. All 


dealers, we guess, know these things perfectly , 


well. But it’s surprising how many hopeful 
customers have the idea that, under the new 
law, a bank must loan them 95 percent of the 
cost of a new house. 


Cost of living up. The Labor Department has 
announced that as of June 15 the cost of living 
hit an all-time high. Sure enough, it didn’t 
have far to go in order to set this record; but 
it was increases in the customer cost of food, 
rent, fuel, electricity and a few lesser and ran- 
dom items that put the h-c-of-] over the top. 
A sampling test in representative city areas 
indicates that during the past year food costs 
have advanced by 4.3 percent; housing by 4.8 
percent. The real question that building mate- 
rial dealers want answered covers more terri- 
tory than just their own industry. It’s whether 
customer spending will hold up generally to its 
present level. The people who ought to know— 
the Council of Economic Advisers for example 
—think it will. 


Housing more competitive. The United States 
Saving and Loan League believes the markets 
for both old and new houses are getting much 
more competitive and that prices may be level- 
ing off. It’s hard to make a generalized guess 
that'll fit all markets; but the League study 
shows that older houses in practically all price 
brackets and new houses in the top price 
brackets are not selling so well. New houses 
in the middle and lower price brackets are sell- 
ing about as readily as they did last year. 













































































SAVES INSTALLATION COST. .. One-piece door leaf and factory- 
assembled hardware permit substantial savings in installation time. 
Only 30 minutes required to install 8’ or 9’ Canopy Door (45 minutes 
for 8’ or 9’ Receding Door) with capable workmen and prepared 
opening. 


SAVES FIRST COST . .. STRAND is the world’s largest manufacturer 
of metal residential Garage Doors. Low first cost is the result of 
standardizing on the manufacture of 5 models: 8’ x 7’ Receding 
(track) and Canopy; 9’ x 7’ Receding (track) and Canopy; 16’ x 7’ 
Receding (track) only. 


SAVES MAINTENANCE COST... The strength and durability of 
steel. Can’t rot, warp, sag, shrink, swell or splinter. GALVAN- 
NEALED (heavily hot-dip galvanized and baked) for rust protection 
and clinging base for paint—no prime coat needed. 


Order from your jobber, or mail coupon for information and 
jobber’s name. 


ALL-STEEL © GALVANNEALED « OVERHEAD 


STRAND GARAGE DOOR DIVISION 
Detroit Steel Products Company 











STRAND: 


GARAGE DOORS 








Doors for 9 x 7’, 8’ x 7’, and 16’ x 7’ openings. 








NAME 


Dept. AL-8, 2244 E. Grand Blvd., Detroit 11, Mich. 


Please rush full information about Strand All-Steel Garage 


lama [ Builder [] Dealer [) Prospective Owner [J Other 














ADDRESS 








CITY. STATE 
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NEWS BRIEFS 


Steel strike helped. No important shortages of steel devel- 
ope! in the home building industry during the recent strike. Actu- 
ally. the strike reduced heavy inventories, strengthened prices, 
encouraged immediate buying of steel products and led the way 
for 1 decided upturn for the industry. 


Home sales and Regulation X. The possible lifting of Regu- 
lation X has naturally raised the question in many purchasers’ 
minds whether now is the time to contract for a home. Tell your 
contractor customers that credit control restrictions apply at 
the time of actual transfer of title and that a provision for the 
purpose of adjusting the terms may be inserted in the initial con- 
tract. 


The conventions end. The last weary delegate has left Chi- 
cago and both building material dealers and builders now have 
an opportunity to take a hard look at the platforms and candi- 
dates. Specifically, just how do the two major parties feel about 
our industry? First, the 1952 platforms. 


GOP against public housing. Unlike the Republican plat- 
forms of 1944, 1948 and 1950 the new plank of this party does not 
support public housing. The exact phrasing: “we will oppose 
federal rent controls except in those areas where expansion of 
defense production has been accompanied by critical housing short- 
ages. With local cooperation we shall aid slum clearance.” 


Democrats’ plank unchanged. The brief Democratic plank 
merely endorses the present housing program. They declare : “we 
pledge ourselves to the fulfillment of the programs of private 
housing, public low-rent housing, slum clearance, urban re-devel- 
opment, farm housing and housing research as authorized by the 
housing act of 1949.” 


The candidates. Neither Eisenhower nor Stevenson has given 
specific indication of their views on housing. But in absence of 


‘clearly expressed opinion, some speculation might be pertinent. 


General Eisenhower. The Republican candidate has obviously 
drawn support from those progressive members of his party who 
have consistently championed public housing legislation. .. . Lodge, 
for example. Actually, however, none of these backers has at- 
tempted to represent the General’s opinion on the issue. There 
is consistent conviction among observers, particularly the profes- 
sional public housers, that Eisenhower stands solidly against 
housing built with federal funds. Generally the belief is based 
on is many public condemnations of “paternalistic government. 


Adlai Stevenson. Illinois’ governor’s stands must be found 
in his gubernatorial record. In August ’51 Stevenson vetoed a bill 
Which would have required a majority of voters of any Chicago 
ward to approve by referendum any proposed public housing 
project. Stevenson said the bill “would enable an interested mi- 
nority to block improvements which would benefit the entire com- 
munity.” He called the 1949 housing act “a great opportunity to 
correct many of the worst conditions in the country.” However 
he admitted that legislation can “never be the whole answer... 
in the final analysis housing deficiencies can only be solved by 
all-out private building.” 


Fair Trade Again. Congress has restored fair trade to the 
Same status it Aes cael since 1937 under the Miller-Tydings 
enabling act. Important change: the bill provides for enforce- 
ment of minimum price contracts against non-signers. A new 
court fight will be started soon by retailers opposing price fixing. 
Appeals will be made directly to the public “to fight fair trade, 
get lower prices.” 
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Only one year has exceeded 
the control level of 1.2 million housing starts 
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June Home Starts 
|,000 Below May 


The Government has reported 
that 106,000 non-farm homes 
were started in June—1,000 
below May and 25,500 below a 
year earlier. 

This figure was not adjusted 
for seasonal variations. The 
Bureau of Labor Statistics said 
the seasonally adjusted June 
figure will not be available be- 
fore the end of August. The 
seasonally adjusted figures for 
June, July and August will be 
used to determine whether the 
Government must reduce its re- 
quired down payments on new 
homes to 5%. This must be 
done, according to the new De- 
fense Production Act, if new 
housing starts fall below an 
annual seasonally adjusted 
rate of 1.2 million for three 
consecutive months. 

The June figure of 106,000 
would be above this critical rate 
if unadjusted. But Government 
statisticians figure it will come 
out lower than the 1.2 million 
annual rate after adjustment. 
They expect that July and 
August starts will also fall be- 
low this annual rate and. that 
relaxation of credit controls on 
housing will have to start not 
later than October 1. 


Housing Loans 
For Korean Vets 


Korean veterans are now 
eligible for their share of hous- 
ing loans, according the Vet- 
erans Administration. 

Basically, the loan provisions 
of the new GI bill are similar 








TOPS FOR 


Dealers everywhere 
have found they can recom- 
mend with confidence—and 
sell with profit—Keystone Metal 
Insect Screening! Has the uni- 
formity and qualities that make 
it easy to handle and install either 
in today’s big replacement mar- 
ket or new work. Outstanding eye 
appeal, combined with strength 
and durability are extra pluses. 
A full range of meshes, gauges 
and finishes in Galvanized 
Steel Wire Screening, Bronze 
and Clad Aluminum. Send 
today for details and 

prices. 











to the program adopted shortly 
after the close of World War 
II. Some changes have been 
made in the interests of the 
home seeking veterans, but the 
amount that the VA will guar- 
antee a loan is the same for 
the two groups of veterans, 
60% of the loan, with the guar- 
anteed portion not exceeding 
$7500. 


Veterans Protected 
by Teague Bill 


All housing built with GI- 
guaranteed loans after mid- 
September must meet or exceed 
minimum requirements for 
planning, construction and gen- 
eral acceptability according to 
provisions of the new Teague 
bill recently signed into law by 
President Truman. 

One of the principal safe- 
guards that this portion of the 
new law is expected to provide 
to veterans is assurance of ade- 
quate off-site facilities by the 
developer. The statute is so 
worded that no loan for pur- 
chase or construction of resi- 
dential property on which con- 
struction has started 60 days 
after signing of the Act (July 
16) can be financed with Vet- 


erans Administration assistance’ 


unless the property meets or 
exceeds the outlined minimum 
requirements. 

The change in the GI bill 
does not affect homes which 
have been completed at least 
one year before purchase with 
a VA-guaranteed loan. 


Price Pattern 
for Redwood Lumber 


The new price regulation on 
the manufacturers’ sales of Cal- 
ifornia Redwood lumber will 
restore the industry’s price pat- 
tern to the period of Dec. 19, 
1950 through Jan. 24, 1951, the 
Office of Price Stabilization has 
stated. 

The OPS recently issued a 
dollars and cents price regula- 
tion for manufacturers’ sales 
of California Redwood lumber 
produced in any plant or mill 
located in California or Oregon. 
Specific ceiling prices for al- 
most all of the many basic 
items produced by the industry 
are listed in ceiling price of 
this regulation. (CPR 158) 


More than 36,000 
Enter Plywood Contest 





f 


West coast plywood manu. 
facturers closed the first phase 
of their “Room - for - Improve. 
ment” plywood remodeling con.F 
test this month with a finalf- 
tally on responses from home. 
owners that “far exceeds ex.f 
pectations.” 

According to O. Harry Schra-. 
der, Jr., managing director of 
Douglas Fir Plywood Associa- 
tion of Tacoma, Wash., more 
than 36,000 people requested 
entry blanks and plywood idea 
literature. And more than 13- 
000, or about one out of three 
people who got the blanks, sub- 
mitted fully completed entries. 

“The count at this point,” 
said Schrader, “indicates that 
the first phase of this big rep 
modeling promotion has _ been 
an outstanding success.” 

The contest closed June 3) 
and winners will be announced 
early in August, just as soon 
as the bulging entry file can be 
properly processed and judg- 
ing completed. 


Decide Has alas LD 





BUILDING 
BAROMETER 


The following figures are per- 
manent nonfarm dwelling units, 
including publicly owned new 
housing. The monthly figures 
indicated by a asterisk are pre- 
liminary estimates. 





1951 
January ...... 85,900 
February ..... 80,600 
EE ip icaliga eile 93,800 
BE titan coon 96,200 
area cores 101,000 
7 eee 132,500 
SE sikich ee 90,500 
pi 89,100 2 
September 96,400 
October ....... 90,000 
November ..... 74,500 
December ..... 60,800 
Ted ....... 1,091,000 | 
1952 | 
January ...... 64,900 | 
February ..... 77,700 
jo eee 103,900 
SE | ictnais aed 108,000 
gl ers 107,000 
I techibrk clink 106,000 
ee wes ons 567,500 ‘ 
Source; U. S. Dept. Labor | 
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WERE 
PLANNING AN 
EXTRA’ ROOM! 


I'M GOING 
TO ¥1X UP 
my Attic! 


My OLD 
., FLOORS ARE 
~ A DISGRACE! 
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Extra profits for you! 


Somebody is selling a lot of flooring on 
remodeling jobs. Are you? 

There's no reason to let these profitable 
sales. go to floor coverings you don't 
handle. No floor is easier to install or offers 
all the advantages of a prefinished Bruce 
Hardwood Floor. 

» Completely finished at the factory, this 

beautiful, durable flooring requires no 
sanding or finishing on the job. When it’s 
laid, it’s finished! Available in special 
thicknesses to install right over old floors. 
Home owners have their choice of three 
designs: Block, Ranch Plank, or Strip. 

National advertising, plus colorful 
literature and effective newspaper adver- 
tivements for your use, will help you 
develop this profitable business. Write 
for promotional material and prices on 
prefinished Bruce Hardwood Floors. 






















E.L. BRUCE CO. * MEMPHIS, TENN. 


World’s Largest Maker of 
Hardwood Floors 


ruce Prefinished Floors! | 
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Building 
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MASONRY Y 
Van-Packer a among builders and contractors everywhere means 
profits gained for building material dealers. Here’s a full-profit, fast moving 
item that has all the se// features. Saves time on the job with fast installation 
in 3 hours or less. Comes completely packaged with nothing else to buy.’ 
Even the joint cement, roof flashing and rain cap are furnished. Under- 
writers’ tested and approved Van-Packer Masonry All-Fuel Chimney is 
fire-safe with a chimney wall of insulating vermiculite concrete and a fire- 


clay tile liner. The insulating value of the Van-Packer wall is equal to 24” 
of brick or 70” of ordinary concrete, F.H.A. accepted! 


Nationally distributed through reliable 
building material jobbers and dealers. 
Van-Packer Masonry Chimney is avail- 
able for immediate delivery anywhere. 
Write for free literature and name of 
your local jobber, 


‘Van-Packen 


CORPORATION 


DEPT. 1308 e 209 S. LA SALLE ST. 
CHICAGO 4, ILLINOIS 

Also Manufactured and Distributed in Canada by 

C. A. McRobert and Son, Ltd., St. Laurent, Quebec 
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Long-Bell Lumber to 
Sell Logging Town 


Long-Bell Lumber Co. plans 
to sell its wholly owned logging 
town of Ryderwood in northern 
Cowlitz County, Wash. 

The company said before the 
year is out logging in the area 
will be completed. Long-Beil 
has placed no value on th 
town but noted that it is mae 
to order for another industry 
since there is a common carri¢r 
railroad and shops. 

“The town is ready for in- 
dustrial use and the buyer can 
expect to take possession later 
this year,” a spokesman added. 


OPS: No Plans 
For Cement Order 


The Office of Price Stabiliza- 
tion has temporarily abandoned 
its plans to issue a tailored 
price regulation for the cement 
industry. 


A top official in OPS’s Build- 
ing Materials Branch said that 
due to the fact there is no pres- 
ent pressure on cement prices, 
the industry will remain under 
the General Ceiling Price Regu- 
lation. 


Bankers Favor 
Pre-mortgage Loans 


Construction loans by banks 
to builders, repayable eventu- 
ally out of mortgage financing 
in most cases, now have im- 
proved in respectability to such 
a degree that the American 
Bankers Association is telling 
banks how to make them. Once 
considered to be borderline or 
“fringe” types of bank loans, 
construction credits now are 
eagerly sought by many insti- 
tutions. 

The American Bankers Asso- 
ciation refrains from quoting 
Edmund Spencer’s “times do 
change and move continually.” 
but it does give a clue as to why 
this business has become not 
only respectable but extensive. 
The clue lies in the record vo'- 
ume of new home construction 
since world war II that has 
brought about a $12 billion rise 
since 1946 in mortgage inves‘- 
ments held by banks. 

New Literature. The new 
contribution to banking litera- 
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tare is called “Mortgage Loan 
Advances during Construction” 
and its sponsor is Joseph Earl 
Terry, president of the ABA 
¢ wings and mortgage division. 
lie is head of the Newton 
(Mass.) Savings Bank. 
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Redwood Tree Farms 
Holding Their Own 


Re-inspections of redwood 
region tree farms, begun in 
June, indicate that there has 
" been no lost ground since the 
tree farm program got its start 
in February, 1950 at Eureka, 

Cal. 
- The California Redwood As- 
sociation, certifying agency of 
tree farms in the redwood re- 
gion, has sent staff member J. 
R. Freeman and C. R. A. con- 
sulting forester Emanuel Fritz 
A- of the University of California 
d school of forestry to re-inspect 
d tree farms certified during the 
nt nast two years to make sure 
that owners are complying with 
d- tree farm management rules. 
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8, THE LUMBER MARKET 
u- Seattle 


The most optimistic note in 
conversations of lumbermen is 
the hope of better business fol- 
lowing the end of the steel 
strike. Many believe the mar- 
ket will firm. Meanwhile the 
7 industry wide British Columbia 
- strike and the American ship 
ue strike combine to support a 

weak market for fir, hemlock 
* and pine; only shingles and 
c cedar siding have responded to 


‘ an artificial demand which has 
ng raised prices. 
oan There is no confidence in the 
wed market which is expressed as 
oe being in a big downward trend. 
_ Random green fir dimension is 
ti $i to $2 weaker but specified 
: ngths in either green or dry 
. ‘e holding in price. These 
_ , ecified lengths now get faster 
f- snipment. Dry hemlock dimen- 
ys Sion is about $2 cheaper and 
hy green is a little weaker. 
hot Logs suitable for timbers are 
ive. scarce. Mills want cutting or- 


ders. Plywood is weak and con- 
cessions in price are being made 
ne to create sales. Shingles have 
gg from 25 cents to a 
dollar and cedar siding is up 
five dollars. 
Ponderosa Pine shop and 
common items are five dollars 
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the safe, light- 








weight, all-aluminum 











overhead garage 





door with 








cloud-soft, 








floating action 


balanced light weight functions with 
self-adjusting track rollers to give 
floating up and down action...cushion- 
ed stops... aircraft-type construction 





won’t ever rust, warp or sa; in any climate 
-never needs painting.. always looks new 
.. blends with any architectura style 





CUSTOMERS SAVE Alumi-Door and its hardware are engineered 
so that your average customer can easily 
ON HANGING AND install. Not even a rule or pencil needed to 
PAINTING COST follow photo instructions. Never needs ad- 
justment. Lustrous aluminum finish needs no 

paint. 


you can order as few as two doors at carload 
NO INVENTORY prices. Light weight makes low shipping cost. 
PROBLEM Packed to arrive factory fresh. 


PRICED RIGHT Alumi-Door is priced for sales and profit. Sat- 
isfied customers will send you new business. 


Increased aluminum supplies and production facilities now for the 
first time make Alumi-Door available to dealers outside the Western 
States. There are about 50,000 Alwmi-Doors in use. 







National consumer advertising starts in September 













Choice of Two 
Hardware Types! 


TRACK... fuli receding, low 
head room « JAMB...low 


ms Tomo nt STEVENS THUET C0 
- TO FIT OPENINGS: . - 
8X7 - 9X7 - 6X7 . 
(one piece construction 2165 Cowles Street, 
for two car 


garage) Long Beach 13, California 







WRITE FOR 
COMPLETE DETAILS 
TO: 
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lower and sugar pine shop is 
three to five dollars less. Spruce 
is unchanged. Bulk of the lum- 
ber busness is going East of 
Chicago. Good crops in the 
middle west are expected to 
bring good farm business. The 
Transit market is down except 
for more cars with good assort- 
ments. 


Tacoma 


Mills and logging camps 
throughout this area are main- 
taining a high volume of pro- 
duction in spite of a potentially 
serious forest fire situation. So 
far however no major fires have 
been reported, but the threat, 
at this season and under exist- 
ing weather conditions, is still 
portentous. State forestry offi- 
cials reported a total of 175 
fires of varying importance 
during the first half of July. 
The largest of these embraced 
some 2,000 acres in the White 
Salmon area. State officials 
said that while the danger had 
been partially alleviated by 
rainfall, a few days of dry 
weather would bring back criti- 
cal conditions in the forests. 
Tree farms in critical areas 
have been closed to campers 
for the forest fire season as a 
precautionary measure. 

The market generally con- 
tinues to be relatively good, 
much of this being attributed 
to stimulus from the Canadian 
lumber strike. However, over- 
all sales are running somewhat 
behind production, but this 
does not appear to be causing 
particular concern because of 
the normal seasonal desire to 
build up inventories. 


Kansas City 


More inquiries for lumber 
from the rural areas in the last 
few weeks reflected a_ better 
feeling that came with the break 
in the drought and the im- 
proved prospects for a big corn 
crop and ample pastures. 
Farmers have harvested a rec- 
ord wheat crop and are in a 
mood to spend money for re- 
modeling and repairs of prop- 
erty and additions to buildings. 
Line yards in the Southwest 
all feel that business in the 
months ahead will be good, 
much better than a year ago, 
but to date have done nothing 
about putting in a supply of 
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stock to take care of the antici- 
pated volume. 

Lumber mills, with head- 
quarters here, report that vir- 
tually all orders placed request 
an immediate shipment and the 
follow-through with tracers in- 
dicates that retailers have very 
little stock on hand and are 
working from hand - to - mouth. 
In light of the current policy 
pursued by the bulk of yards, 
mills are in no rush to build up 
inventories. More and more, it 
is heard that small mills are 
closing down in the South be- 
cause the current prices do not 
permit them a profitable opera- 
tion in light of the high prices 
charged for stumpage. 

Some shortage in air-dryed 
No. 2 boards is noted and prices 
have strengthened $1 a thou- 
sand or more, in instances. On 
the East side of the Mississippi, 
the No. 2 boards were com- 
manding $80 to $85, while on 
the West side the prices were 
generally running from $87 to 
$90. 

Prices of dimension held rel- 
atively steady in recent weeks, 
with 2 by 4’s selling at $75 to 
$80; 2 by 6’s at $82 to $83, and 
2 by 8’s at $85 to $87. 


Baltimore 


Announcement of the end of 
the steel strike comes as a re- 
lief to the lumber industry here, 
as some yards are dependent 
upon flow of business based on 
shipyards which use much tim- 
ber. And, needless to say, many 


other segments of business are 
tied to the steel mills’ products 
and must of a necessity slow 
down when they are not for’h- 
coming. 

Despite the long strike, much 
construction here went on 
apace, and the outlook for the 
remainder of the year now is 
good. 

Supplies of Southern pine 
are adequate for all going 
needs and quotations to local 
distributors have not changed 
much in recent weeks. That 
part of the supply which comes 
from the immediate area has 
been moving in at a fairly good 
clip, as conditions have been 
favorable for production. Sup- 
plies from farther away, 
whether brought in by water or 
by truck, are moving freely, 
with the exception of longleaf 
pine. Operators say they do 
not expect supplies in the latter 
variety to improve. 

Building lumber from the 
West Coast is being received in 
needed quantities. There has 
been no important change re- 
cently in fir brought to the Bal- 
timore market. 


Vancouver 


With no further United King- 
dom orders in sight after Sep- 
tember, B. C. lumber exporters 
shipped near-record quantities 
by sea during May. Water- 
borne exports from British Co- 
lumbia ports totalled 123,851,- 
322 board feet, of which all but 
2,000,000 feet was for Common- 
wealth markets. The major 







































































. and he seems a little mixed up in the directions!” 


Courtesy LIL-AD FEATURES, Santa Ana, Cal. 
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New Silver founiversary 


Send for Kinzua‘’s big 20-page 


oooklet! 
Read how — in the greatest 
American tradition — the skill, 


enterprise and daring of a 
handful of men molded a dream 
into one of the country’s largest, 
best-liked lumber manufacturing 


organizations! 


Not only does this beautifully 
illustrated brochure add an- 
other important bit to our 
store of Americana . . . it is 
informative and educational 
as well. 


Your customers will learn the 
various conditions, steps and 
phases of quality lumber 
manufacture — will become 
better informed, more inter- 
ested prospects. 


You will want a record on 
hand as an historical per- 
spective of your industry— 
and as an up-to-date ref- 
erence to what today’s 
nodern methods can bring 
you. 


Write today for your 
copies. A limited number 
available, so don’t delay. 






BROCHURE 





PREPARED BY KINZUA IN OBSERVANCE OF ITS 25TH ANNIVERSARY, 
AND DISTRIBUTED FREE IN THE INTERESTS OF THE AMERICAN LUM- 
BER INDUSTRY AND THE AMERICAN SYSTEM OF FREE ENTERPRISE 


KINZUA PINE MILLS CO. 


KINZUA, OREGON 


MEMBER NATIONAL WOODWORK MFRS. ASSN. INC. MEMBER WESTERN PINE ASSOCIATION 


BuiLpING Propucts MERCHANDISER 
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A Salt Lake City 
dealer pulled 275 en- 
tries to a room-im- 
provement contest. 
Read how he did it 
on Page 104. 





part, 120,000,000 feet, was for 
the United Kingdom: 

Next to the U. K., the Union 
of South Africa was the best 
customer. Africa was destina- 
tion for 1,700,373 feet. 


Nationally 


Lumber shipments of 473 
mills reporting to the National 
Lumber Trade Barometer were 
3.5 percent below production 
for the week ending July 19, 
1952. In the same week new 
orders of these mills were 3.2 
percent below production. Un- 
filled orders of the reporting 
mills amounted to 44 percent 
of stocks. For the reporting 
softwood mills, unfilled orders 
were equivalent to 25 days’ pro- 
duction at the current rate, and 
gross stocks were equivalent to 
52 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 5.2 percent above 
production; orders were 5.3 
percent above production. | 

Compared to the average 
corresponding week of 1935- 
1939, production of reporting 
mills was 58.2 percent above; 
shipments were 60.8 percent 
above; new orders were 56.5 
percent above. Compared to 
the corresponding week in 1951, 
production of reporting mills 
was 3.3 percent below; ship- 
ments were 2.7 percent above; 
and new orders were 9.0 per- 
cent below. 


Western Pine 


The Western Pine association 
has issued the following report 
of comparative figures on lum- 
ber orders, shipments and pro- 
duction for the week ending 


July 19, based on information 
from 110 identical mills. The 
report covered Idaho White 
pine, Ponderosa Pine, Sugur 
Pine and associated species. 

Orders totaled 69,949,000 
feet, compared with 60,713,000 
feet for the previous week and 
82,924,000 feet for the corre- 
sponding week last year. Simi- 
lar comparisons of shipments 
were 68,360,000 feet, 54,830,- 
000 feet and 72,354,000 feet. 
Production figures were 76,- 
768,000 feet, 56,904,000 feet and 
77,719,000 feet. 

For the year to date ordei's 
are 3 percent less than for the 
same period of 1951; shipmenis 
show a decrease of 4 percent 
and production a decrease of 
8 percent. 

Weekly averages for July 
during the three preceding 
years were: Orders, 70,310,000 
feet; shipments, 64,771,000 feet, 
and production, 63,127,000 feet. 


Southern Pine 


Shipments of Southern Pine 
by the.118 mills reporting to the 
Southern Pine Association for 
the week ending July 19, 1952, 
amounted to 18,747,000 feet, 
0.40 percent above production. 
Orders for the week ran to 
18,830,000 feet, 4.4 percent be- 
low the three year avarage. 
Unfilled orders totalled 49,753,- 
000 feet, a 0.17 percent increase 
over the previous week. 


Douglas Fir 


Shipments topped five billion 
board feet from Douglas fir 
sawmills during the first six 
months of the year, according 
to Harris E. Smith, secretary 
of West Coast Lumbermen’s As- 
sociation. 

While below last year, Smith 
said, this believed to be a rec- 
ord for any other similar pe- 
riod. Production for the first 
half of the year was 5,095,371,- 
000 board feet. Shipments to- 
taled 5,092,065,000 board fect 
and orders kept close pace it 
5,016,401,000 board feet. 

Weekly averages of lumber 
cut picked up during June io 
200,251,000 feet, a gain over 
May when time was lost due 10 
the 17-day strike. The nea 
record lumber cut so far this 
year is running 104.7 percent 
of the last five year average, 
Smith stated. 
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You'll call 


Eagle-Picher Giant 
Paint Color Samples 
your best salesmen! 


You'll be pleased with your customers’ enthusiasm for the take- 
home offer of Eagle-Picher Giant Paint Color Samples. They just 
naturally respond to this extra home planning service—a practi- 
cal decorating service that permits them to borrow Giant Paint 
Color Samples for use in their own homes. 





Eagle-Picher Giant Paint Color Samples end the prob- 
lem of paint color selection. Every sample is 14 x 19 
inches—112 times bigger than the usual tiny paint 
chip. By arranging samples around the home, your 
customers can easily pick the right colors without 
guesswork, 





You'll find that Giant Paint Color Samples really 
build your sales of Eagle-Picher Interior Paints. In addi- 
tion to helping you sell more paint, this service, offered 
exclusively by Eagle-Picher dealers, makes friends of 
your customers... brings in new customers, too. 


EAGLE 


Since 1843 


THE EAGLE-PICHER 
PICHER COMPANY cincinnati (1), ohic 


Paint and Varnish Division General Sales Office: 

9107 West Ogden Ave., Brookfield, Ill. 

Plants and warehouses: Lyons (Chicago), Ill.; New York, N. Y.; 
Oklahoma City, Oklahoma; Atlanta, Georgia 


Buitpinc Propucts MERCHANDISER 





om , 
Sean, “ies, ~ Wiese 


PRE-HARMONIZED colors mean good 


business with Eagle-Picher Interior Paints 


When you examine the Eagle-Picher line of inte- 
rior paints, you'll agree that they're natural 
sellers—with all the features you want for profit- 
able paint business. Every Eagle-Picher color is 
pre-harmonized ...in line with the latest ac- 
cepted decorative trends. Every color is backed 
by 676,000 replies to a nation-wide survey. 
When you sell Eagle-Picher Interior Paints, you 
sell today's most wanted colors. And remember, 
Eagle-Picher tells your customers to buy a good 
paint ... employ a good painter. 


For the full Eagle-Picher story... 
MAIL THIS COUPON TODAY! 











COOHCHHOOHHHOHOHOOHEHOHOHOOHEHHSHOOHETELEE® 
* @ 
1 THE EAGLE-PICHER COMPANY, Dept. AL-852 : 
© 9107 W. Ogden Avenue, Brookfield, illinois » 
® * 
: Please send full information on Giant Paint Color Samples : 
e and the Eagle-Picher line of pre-harmonized interior paints. e 
. ® 
e e 
° NAME ® 
° ® 
© ADDRESS : 
« a 
CITY _2ONe.._SiaTe : 
2 3 
@ © 
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Lumber Prices at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 


sidered as current on the day the magazine is received. 


The prices should be 


useful in following market trends and as a check on purchases made approxi- 


mately ten days before receipt of the magazine. 


Bold face listings denote 


market price changes since the last issue—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 


B&Btr. Cc D 
..155.00 150.00 105.00 


156 wceccoes ee 

Flat Grain Flooring 
DEG scxeedooenes 130.00 125.00 93.00 
SO 2cscteceqees 155.00 150.00 105.00 


Drop Siding 


1x6 (Pat. #106).150.00 145.00 110.00 
1x6 (Pat. #116).155.00 145.00 105.00 


Ceiling 

Te ccenctoenes 125.00 123.00 80.00 
| ae wee+-115-125 120.00 80.00 

Boards and Shiplap and 2” (Green) 
1x6 1x8 1x10 1x12 
he  xeenwe 69.00 72.00 70.00 77.00 
Pe OS acemee 64.00 63.00 62.00 70.00 
BW © cases 54.00 57.00 54.00 62.00 


No. 1 Dimension F 
12’ 14’ 16’ 18’ 20 
2x 4 82.00 82.00 86.00 82.00 82.00 
2x 6 81.00 81.00 82.00 86.00 86.00 
2x 8 81.00 81.00 81.00 82.00 82.00 
2x10 81.00 81.00 81.00 82.00 82.00 
2x12 81.00 81.00 81.00 83.00 83.00 


No. 2 Dimension 





2x 4 75.00 75.00 78.00 77.00 77.00 
2x 6 76.00 73.00 77.00 75.00 79.00 
2x 8 76.00 76.00 76.00 76.00 75.00 
2x10 76.00 76.00 76.00 76.00 76.00 
2x12 76.00 76.00 76.00 76.00 76.00 
No. 3 Dimension R/L Only 
DD adeda ert pe dees s dd eecorewges 61.00 
DO ce gas Me ob walh wee Ramee mens 59.00 
eee re err rr ee 57.00 
BSE Skee d er cetesedtebhananment ets 52.00 
DGD. dniecek tov enerees a neenenee 50.00 
(Add 10-15 dollars for dry lumber.) 
RED CEDAR SHINGLES 
Royals 
No. 1 24” 4/2 13.75 
No. 2 24” 4/2 8.00 
No. 3 24” 4/2 5.00 
Perfections 
No. 1 18 r/2% 11.50 
No. 2 18” »/2% %.70> 
No. 3 18” 5/2% 1.50 
XXXNXX 
No. 1 16” 5/2 9.25 
No, 2 16” 5/2 5.00 
No. 3 16” 5/2 1.20 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6’ to 16’ are: 


Beveled Siding, % Inch 


Clear “a “7” 
%x4 inch ...... 90.00 85.00 55.00 
Tet TROEM 2. cece 100.00 95.00 65.00 
SESE INCH wc cen 119.00 105.00 80.00 
eS INCH 2.6... 135.00 130.00 105.00 

Clear Bungalow Siding, % Inch 

SSO iceweass 165.00 155.00 120.00 
BO GOON sianveeces 1909.00 180.00 150.00 
Be GMOM co cvecccus 195.00 185.00 155.00 


Finish B and Btr, S2 or 4S, 
6’ to 16’ or Rough 


ONE ail ahaa Altiris wanton ie-W'are a wie aie eek 215.00 
8 eee Reet po ae eet 215.00 
DEE dda ee cere rione wea Rate beats 225.00 
Ceiling or Flooring, B and Btr, 9-16’ 
B&Btr D 
BE -shucswan aun 105.00 100.00 90.00 
BE th Wr atin ine eon die 120.00 115.00 95.00 
Discount on mouldings 620’ -20’ odd 
lengths. 


Series 8,000 
Listing under 4.00—list plus 35 per 
cent. 
Listing 4.00 and over—list plus 35 
per cent. 
Clear Lattice, 5-16”, 6-16’ 
100 Lin. Ft. 


WESTERN PINES 


Ponderosa Pine 


5/4 RW 
Selects and 
2 or 48 4/4 RW 6/4RW 8/4 RW 
C&Btr RL ...255.00 260.00 275.00 
Shop. S28 No. 1 No. 2 
| Se ee ee 145.00 115.00 
ee iaitkaii cna Gears terete wee 143.00 115.00 


Commons 2&Btr. No. 3 No. 4 





S2 or 48 RW 195 RW 78 RW 67 
og SS. ere. 118.00 S5.00) 68.00 
ReREG VOR” 354-0 ee wher 120.00 S3.00 68.00 

Idaho White Pine ; 

Selects 
2 or 48 1x6 1x8 5/64 
a rg RL 250. 00 265.00 270.00 265.00 
We cseas 205.00 225.00 230.00 235.00 

Pi Dr can S2 or 48 No. 1 No. 2 No 3 
2 eae 147.00 140.00 100.00 
De. cvowkeseeea 147.00 141.00 100.00 

Sugar Pine 

Selects 

S2 or 48 4/4 RW 5/4RW 6/4 RW 
B&Btr. RL ..270.00 280.00 290.00 
| Ree 265.00 275.00 285.00 
ae 235.00 245.00 255.00 

Shem S2s No. 1 No. 2 No ” 

errr 157.00 125.00 85.00 

6 } ee or 157.00 125 00 85.00 

Be “ewe alawe 157.00 125.00 $5.00 
OAK FLOORING 

Clear Pin §§x2% 4§x1\% %x2 %xl% 
White ..188.00 165.00 177.00 162.00 
Red ....197.00 172.00 177.00 162.00 

Sel Plain 
White ..168.00 145.00 167.00 152.00 
ted 177.00 152.00 167.00 152.00 

#1 Com Pin 
White & 

Red ....140.00 113.00 125.00 115.00 
+2 Com Pin 
White & 


Red .... 715.00 53.00 82.00 77.00 


+1Com & 
tr Shorts 


Se 6«+ 6300.00 80.00 97.00 97.00 





SOUTHERN PINE 


Vertical Grain Flooring 


B&Btr. Cc dD 
Se donna eewenen 175.00 165.00 145.00 
Flat Grain Flooring 
ME: eiaceusneked 160.00 150.00 110.00 
BO eames aweeet 190.00 180:00 140.00 


Drop Siding 
1x6 (Pat. #106).190.00 180.00 150.00 
1x6 (Pat. #116).190.00 180.00 150.00 
Boards & Shiplap 


1x6 1x8 1x10 1x12 
No. 1 ...130.00 130.00 135.00 150.00 
No. 2... 80.00 85.00 85.00 90.00 
No. 3 ... 70.00 78.00 78.00 83.00 
No, 1 Dimension 
12 14’ 16’ 18’ 20’ 
2x 4 91.00 92.00 94.00 104.00 104.00 
2x 6 87.00 87.00 88.00 98.00 98.00 
2x 8 90.00 90.00 92.00 98.00 100.00 
2x10 100.00 101.00 101.00 109.00 112.00 
2x12 106.00 106.00 106.00 117.00 122.00 
No, 2 Dimension 
2x 4 84.00 85.00 87.00 97.00 97.00 
2x 6 80.00 81.00 82.00 91.00 93.00 
2x $8 80.00 81.00 82.00 91.00 93.00 
2x10 84.00 85.00 85.00 91.00 93.00 
2x12 84.00 85.00 85.00 91.00 93.00 


No. 3 Dimension R/L need 
67.00 


2x 4 0 oneal ebro 
2x 6 66.00 7 re 
2x 8 65.00 wears ote 
2x10 65.00 . oe 
2x12 65.00 o 
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REDWOOD 


Bevel Siding 


lex 4 V.G. Clear All Heart....... 94.00 
%x 6 V.G. Clear All Heart....... 117.00 
ee & V.G. Clear All Beart. ... 0.00 130.00 
5gx 6 V. G. Clear All Heart.. -117.00 
53x 8 V.G. Clear All Heart.......136.00 
58x10 V.G. Clear All Heart.......153.00 
%x 6 V.G. Clear All Heart.......164.00 
%=x 8 V.G. Clear All Heart....... 194.00 
4x10 V.G. Clear Alli Heart...... - 207.00 
% x12 V.G. Clear All Heart....... 211.00 


Note: A grade V.G. Redwood Sidi ng 
approx. $4.00 less for % and % in 
avpove sizes. $5.00 less for % inch in 
above sizes. 


Anzac Siding 


ixi6 V.G. Clear All Heart... 240.00 
1xi2 V.G. Clear All Heart....... 255.00 
Note: Deduct $8.00 for A Grade. 
Finish 

1 Inch Clear All Heart Flat 


Grain Redwood Finish S848 


oe! a ere 145.00 
S PHORM WIG ieccciccwcccccesos 185.00 
© SGN Wee ccc ccescivcenese 165.00 
S. CE We icvsisicssanneevcse 200.00 
Le eee eee 211.00 
SF SE WN i vcenicecacaccccon 226.00 


Note: A grade $10.00 less in above 
widths. 





WESTERN HEMLOCK 


Vertical Grain Flooring 


B&Btr. Cc dD 
NO. a vnereaiaaatas 150.00 140.00 100.00 
Flat Grain Flooring 
Se wuneeeweewes 135.00 125.00 93.00 
RW iatnepvatneuce a 155.00 150.00 100.00 


Drop Siding 


1x6 (Pat. #106).145.00 135.00 105.00 
1x6 (Pat. #116).145.00 140.00 105.00 


Ceiling 
st, ee 105.00 100.00 70.00 
Se -Aiiscaccews 110-120 105-115 90.00 


Boards and Shiplap and 
2” «Dry) 

5 1x6 1x8 1x10 1x12 
No. 1 ..- 82.00 84.00 84.00 84.00 
No. 2 «ss Te 79.00 79.00 79.00 
No. 3 ... 66.00 68.00 68.00 68.00 

No. 1 Dimension 
1 14’ 16’ 18’ 20° 
2x 4 S4.00) 84.00) 87.00) S7.00 87.00 
2x 6 S4.00 84.00) 84.00 89.00 89.00 
2x 8 S6.00 84.00) 84.00) 84.00 89.00 
2x10 S4.00) 86.00) 84.00) 84.00 89.00 
2x12 84.00) 84.00) 84.00) 84.00) 89.00 
No. 2 Dimension 
2x 4 83.00 83.00 S5.00 84.00) 84.00 
2x & 82.00 S2.00) S3.00) 84.00 84.00 
2x 8 79.00 79.00 80.00) 80.00 80.00 
2x10 7900 79.00) 79.00 79.00 79.00 
2X12 77.00 77.00 77.00 77.00 77.00 


No. 3 Dimension R/L Only 


ee AP aR ain Sian re yas GV nian eae 65.00 
MM A 5 - Site stad ea eS RE a 62.00 
ME Pe ie cote a ecatiae a alana ara yee nae 61.00 
BUEN ncti-avacar Sunde hela nt Grenier eee ear sone el 60.00 
Be snort rated cetaceans 1) ee 60.00 





— 


ENGELMANN SPRUCE 


Boards and Shiplap 

(dry) 1x6 1x8 1x10 1.412 
No. 2&Btr..112.00 112.00 114.00 126.00 
No. 3&Btr.. 83.00 84.00 84.00 8: 00 


No. 1 Dimension 


2x10 77.00 77.00 77.00 77.00 
2x12 77.00 77.00 77.00 77.00 


(Boards graded No. 1, 2, 3, at fiat 
price; no price for straight No. 2. Miils 
do not grade out No. 3 dimension se}:a- 
rately as in fir.) 
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The Magic of Classified Advertising 


A popular department of American Lumberman offers 


exceptional opportunities in every issue. 


In nearly 80 years of publishing, this is 
the first time the American Lumberman has 
editorialized about our classified advertising. 

The reason we are doing so now is an un- 
usual spurt of letters from readers concern- 
ing personnel problems, opportunities for 
investments, need for specialized materials. 

Actually quite often the answer to these 
problems was readily available in the classi- 
fied advertising section of American Lum- 
berman. 

This leads us to believe that a department 
may have become so familiar that some read- 
ers have discounted it subconsciously. We 
gain a new appreciation of classified adver- 
tising when we review the vital services it 
performs. 


The classified ad section of the American 
Lumberman is a trading post for job want- 
ers, and job offerers, for buyers and sellers 
of anything that will not justify display 
advertising; for opportunity seekers and 
promoters. 


It should be read for what is offered that 
you need, and used for what you have to sell. 
It contains hundreds of items that others 
are eager to sell and it is exposed to tens 
of thousands of dealers per issue who may 
find what you have to offer is just what 
they need. Recently, for example, a com- 
pany needing a department manager got 58 
qualified replies to a single ad. 


It Solves Personnel Problems 


Do you have a problem in manpower? Do 
you need a bookkeeper, secretary, salesman, 
manager, superintendent or foreman? Do 
you wish to find a job for a good man or 
woman that you are replacing or dismissing? 
Is there some specialized talent that you 
require? 

Do you seek a position for yourself? Our 
experienced classified department manager 
will help you write an ad that should pro- 
duce an answer. It is a place where jobs and 
people get together. 

Do you seek an investor, a partner or co- 
owner? 


iD, 
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Brings Cash in a Hurry 


Is your problem in the area of materials 
or equipment? Do you seek to liquidate a 
department, close out a surplus or move 
some locally unsaleable merchandise? Do 
you have tools, equipment, machinery, fur- 
niture, land or buildings that are not being 
used and can be turned into cash? Your 
white elephant may become somebody’s 
work horse! 


Or do you wish to buy some second hand 
merchandise at a bargain? Do you wish to 
locate a hard-to-find item or service, to hold 
an auction, make a legal announcement, offer 
any kind of business opportunity? Thousands 
of eyes will see your offer. Do you wish to 
sell your business or buy another yard? Do 
you seek investment opportunities? This 
efficient, well-manned sales switchboard will 
put you in touch with the right parties. 


Renew the habit of reading the classified 
opportunity section in each issue. 


Eight minutes’ reading time per issue will 
enable you to check the classified opportu- 
nities for you! | 

Our readers are urged to ask this question 
when faced with any of these problems— 
“Can I find the answer among the offers in 
the classified section of American Lumber- 
man?” Quite often you will find that the 
answer is a well satisfied “Yes!” 

Use this action-getting and money-moving 
tool whenever it can help you. 


For the reader’s information the following 
listings are available for American Lumber- 
man classified advertising: 


Business Opportunities Situations Wanted 
Help Wanted Sales Representatives Wanted 
Sales Representation Available Businesses Wanted 
Businesses For Sale Books Wanted and For Sale 
Want to Sell Used Machinery Wanted 
Used Machinery for Sale Timberlands for Sale 
Lumber and Dimension for Sale Wanted to Buy 
Items for Prompt Shipment 


..... Art Hood 
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SHIPPER LEROY NOAKES flicks a switch which lights a red bulb, indicating 
that orders have filled all available truck space south on Friday. 


A Shipping Clerk Without Ulcers 


Just imagine going into the 
shipping office of a large lum- 
ber yard and during the busi- 
est time of day being able to 
talk for 15 minutes without any 
interruption whatsoever. 


How you can convert 
your shipping department 
into a quiet, super-efficient 
operation for $100. 








MONDAY @@@ MON. SOU 
TUESDAY @@® TUE NO 
‘WEDNESDAY @ ® @ WED. SC 
THURSDAY @@@ THURSNOR 


FRIDAY @9@ FRI SOU @©@@ | 
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ONE “DELIVERY-CATOR” BOARD is located high in the corner of the retail 
store, another in the warehouse. The “A” side of the board refers to deliveries 
to contractors and builders. The “B” side shows consumer deliveries. Green light 
shows trucks still have space; amber light indicates check with shipper is neces- 
sary before promising delivery; red light shows delivery space is filled. 
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Yet, that is exactly what you 
can do in the shipping office of 
the Gee Lumber and Coal Co, 
on Chicago’s southwest side. 
This miracle is accomplished by 
the “Delivery-cator” boar, a 
simple system of green, amber 
and red lights, which tell in- 
stantly the exact status of the 
delivery schedule for all the 
trucks, each day of the \ eek 
in all parts of the city. 


Another Good Idea 


It all started with Jim ‘ee, 
personable young partner of 
the firm. Jim took a few min- 
utes off one day to have his 
Buick checked. It proved to be 
the best few minutes he ever 
spent. When Jim drove into 
the garage he noticed that they 
used a light-indicator board to 
show when such departments 
as lubrication, washing and ig- 
nition were available for serv- 
ice. 

Always looking for ideas to 
improve the already outstand- 
ing facilities of his company, 
Jim quickly saw the possibility 
of adapting such a visual indi- 
cator to the harassed shipping 
department at Gee’s. 

Needless to say, the next few 
days were spent in careful plan- 
ning and discussions until the 
Gee “Delivery-cator” board was 
born. Jim and Ed Gee, Jr, 
along with Leroy Noakes, ship- 
per, and Harry Redderson, who 
is products demonstrator in the 
Gee hobby shop (see American 
Lumberman, March 10, 1952), 
worked together and in a few 
weeks the system was installed 
and working at a cost of about 
$100. 


How To Build It 


All you need is some truck 
signal lights, some 15-wire c¢a- 
ble, 10 switches, a piece of ply- 
wood and your delivery-sched- 
ule troubles are over. Harry 
Redderson mounted the signal 
lights, three in a line. The (first 


is green, then amber and ‘her f 


red. 

When all the lights 
mounted, they were connected 
to a switch box located in the 
shipping office of Leroy Nozkes. 
There are two “Delivery-ca tor’ 


boards at Gee’s. One is located 


high in the corner of the re 
tail store and the other i: 10 
cated high in the lumber ware 


house. Both are easily visible f 


from a distance. 
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JIM GEE GOT THE IDEA of the “Delivery-cator” board from an automobile 
service station which used a similar board to show which departments were 


available for service. 


How It Works 


When a customer makes a 
purchase and asks about a de- 
livery date, the salesman merely 
looks at the “Delivery-cator” 
and notes the next lighted 
green-light day shown on the 
board and tells the customer. 
This green light indicates that 
orders are still being accepted 


_—-~ 


peed delivery on that particular 
ay. 

An amber light indicates that 
the orders for that particular 
day are just about complete 
and to check with the shipper 
before promising delivery for 
that day. The red light, of 
course, means no more deliv- 
eries that day. 
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DAILY DELIVERY CHARTS 
show 25 squares, an estimated 
truck load. Each square repre- 
sents one stop for a loaded 
truck. Squares are filled in by 
shipper as orders are received. 
Shaded area indicates that two 
trucks are filled except for half 
a load. 


STRAIGHT LOADS for contrac- 
tor deliveries are tabulated 
along these horizontal lines, 
broken into hourly divisions. 


The secret of the entire sys- 
tem is the “mental loading” of 
the trucks that goes on behind 
the scene. Leroy Noakes has 
mimeographed charts (see illus- 
tration), which are made up 
of 25 squares per truck. These 
25 squares represent 25 the- 
oretical stops that each “load- 
ed” truck could make. As Le- 
roy gets the orders, he fills in 
the number of squares that it 
would take. 

For example, if an order 
would fill up half the truck, 
Leroy would immediately fill 
in half the squares or 121% 
squares to represent that half 
of the load; therefore, half the 
stops are gone for that truck. 
When the squares are nearly 
full for that day for all the 
trucks, Leroy turns the green 
light off and the amber light 
on. When all the trucks are 
theoretically loaded, the red 
light goes on. 

This “square” system is used 
for all the consumer deliveries. 
For house jobs, Leroy uses the 
straight load system whereby 
he figures he can theoretically 
deliver eight straight loads in 
one eight-hour day. Naturally, 
if a load takes one hour to get 
to the job and one hour to un- 


load and one hour to return, . 


Leroy marks off three hours 
for that truck. 


Delivery Headaches Gone 

A great number of advan- 
tages come along with this new 
“Delivery -cator” board, says 
Jim Gee. There’s positive as- 
surance to the customer that 
the delivery promise can and 
will be kept. The shipping of- 
fice is now peace and quiet, 
comparatively. No longer does 
the shipper have two tele- 
phones off the hook while at 
the same time he tries to an- 
swer salesmen’s questions. 

The new system overcomes 
one big obstacle: formerly, the 
shipping office was compelled 
to set noon of the day prior to 
delivery as the deadline for 
placing a delivery order. This 
was necessary because of antic- 
ipated “end-of-day” orders. 

Now, with the “Delivery- 
cator,” orders can be taken 
right up to the time the driver 
leaves (if the truck isn’t full). 
Then, too, there’s the very im- 
portant advantage of freeing 
the telephone lines for incom- 
ing calls. Office calls to the 
shipping department are no 
_longer necessary. 
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GENERAL WOODCRAFT 


TAKES THE LEAD mmf 
WITH 

























AUTOMATIC LOCKING 


PATENTEO 

General Woodcraft Co., 
Inc., is one of the largest 
wood window organizations 
in the Northeast section of 
the country. Their big, mod- 


Woo 





ern plant at North Bergen, 
New Jersey, is the result 
of enterprising management 
plus the ability to serve 





customers with top-quality 
materials and building spe 
cialties. 





t tiny, Pd Mets 
” ¥ a 
eS age 
The new group of buildings, shown under 
construction above, are now completed. 
They were built to meet the increasing 
demand for AUTO-LOK Wood Windows. 


nr ion 


UU RE ef 
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Mr. Anthony Mainieri, President of the 
General Woodcraft Co., Inc., demonstrates 
the easy operation of AUTO-LOK Wood 


Windows. 


LUDMAN LEADS THE WORLD 
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OME OF THE BIGGEST AND BEST PEOPLE IN THE BUSINESS 
RE MAKING AUTO-LOK WOOD WINDOWS THEIR “LEADER"! 


Typical of the many companies now offering AUTO-LOK 
Wood Windows is the General Woodcraft Company, in North 
Bergen, New Jersey. This company has recently made a sub- 
stantial increase in its AUTO-LOK Wood Window capacity 
to meet the new trend to awning windows. 


As in many other areas, dealers served by General Woodcraft 
can now have a superior product that's quickly available in a 
wide range of types and sizes. Top quality workmanship means 
no matter where you are, if you carry AUTO-LOK Wood Win- 
dows, you give your customers what they want, when they want 
them and from a reliable source of supply. 


YOU GET THE WINDOW WOMEN WANT- MOST 


AUTO-LOK is the first and only window engineered to give 
women everything they've ever wanted in a window... with 
none of the disadvantages they've put up with in the past. AUTO 
LOK makes its own weather. It's the widest opening, tightest 
closing wood window on the market. It provides luxurious venti- 
lation when it's raining, and locks in any position. Keeps homes 
cooler in the summer, warmer in the winter. All outside glass 
cleans from the inside. What's more, it's priced to sell at no 
more than ordinary old-fashioned windows. 


YOU GET BIG SELLING FEATURES THAT 
PUT YOU AHEAD OF COMPETITION 

































AUTO-LOK automatic locking operation. 

Opens to almost 90° and provides 100% ventilation. 

Weather tight — self-locking operation plus Floating Seal 

weatherstripping automatically seals windows as tight as a 

refrigerator — never rattles. 

D. Finger-tip control — balanced, friction-free mechanism 
operates window at the touch of a finger. 

E. No adjustments — provides trouble-free operation for life 

of the building. 


AP > 


F. Concealed hardware, no unsafe, unsightly exposed mech- 
anism. 

G. Removable inside screens and storm sash. Just flip the clips; 
no tools required. 

H. All outside glass easily cleaned from the inside... top sash 
too! No gadgets to disengage. 

1. Wide variety of types and sizes. 

J. Easier and quicker to install — less time on the job. 


YOU GET NATIONAL ADVERTISING AND SALES 
PROMOTION HELP TO CREATE NEW PROSPECTS 





Better Homes and Gardens, House & Garden, American 
Home, House Beautiful .. . (everywhere home owners look)... 
Architectural Record, House and Home and Architectural Forum 
editions of the Magazine of Building, Practical Builder, American 
Builder .. . (everywhere architects and builders look)... you 
look and you'll see AUTO-LOK advertising building demand 
and acceptance. 


Ad mats, mailing pieces, window cards and banners, truck posters 
and banners, job signs, radio and TV scripts, ad reprints .. . all 
the material you need to cash in on the national advertising of 
AUTO-LOK windows. 


+ 
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IN WINDOW ENGINEERING 











THESE ARE THE FOUR 
BIG REASONS WHY 
YOU SHOULD SELL 
AUTO-LOK WOOD 
WINDOWS. FILL OUT 
THE COUPON OR 
WRITE FOR DETAILS ON 
HOW YOU CAN CASH 
IN WITH AUTO-LOK | 
WINDOWS IN YOUR 

AREA. 





Ludman Corporation j 
Box 4541 Department AL-8 
Miami, Florida 


Gentlemen: |! am interested in selling Ludman 
AUTO-LOK Wood Windows, please send literature, 
and name of nearest Ludman AUTO-LOK jobber, 


Ue otc ciencecerdves . Title 
COMPONY, io rocreienrsscarenecevessocsevsccvadosocsenaliebsostiie ncaa imam 
DGGIOBG  ssvicccdseescessiecctoscvccscansccaneccasscotaceius ee 
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PAINT SECTION of the Mound (Minn.) Builders Supply Co., Inc., makes promi- 





ee 


nent use of ladders in floor display. Firm also handles ironing tables, pads, 
covers, clothes racks, towel racks and other accessories. 


ih a . ae 





LOOKING FOR ALL THE WORLD like climbing bars on a playground is ‘this 


huge outdoor ladder display of the Hechinger Co., Washington, D. C. Actually 
display does have playground equipment (lower right), along with weather vanes 
and other related items. Besides stepladders, display includes extension ladders, 


both the wood and magnesium type. 


Ladders Will Step Up Your Sales 


Here’s how two dealers advertise and display 


a good specialty item. 


While not every dealer has 
the space to stock ladders like 
Hechinger’s or Mound Build- 
ers Supply Co., above, there is 
hardly a one who can afford 
to pass them up entirely. Of 
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nearly 5,000 dealers polled in 
a recent survey, 65 percent said 
they consider ladders profit- 
able. 

Once dealers realize the key 
position that the lowly step- 


OF ALL KINDS 
AT LOW-—-LOW PRICiS 
whe 








4 a 
bf r ! ‘ 
£ "e at 
3 J tne 
{3 3 ie 
rf fr Finest ved 
EES Ghiaily guaranteed 
STEPLABDERS EXTENSION 
Wah Steck Boaced Steps Complete with Ropes 
‘ $3 aS and Failese 
fst $4.45 PRs 
Be Acne $5.79 ad $19.95 
Stout 33.98 ZA toes $23.95 
$ 2 3H.4 + $27 Qt 
$9.75 44 
' od 44-446 $31.95 
Kiar GUT? STEP i, does $35.95 
44 $12.95 Hh Finat $39.95 
s $25.95 Bias tHE oA 
STR RIGHT Rates Logtt Warghs 
> + en 
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$64.75 
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$19.95 
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The Wortd’s tAost Unusual Lumber Yards 


Vech inger Co, 


Buy Materials on Easy Monthly Payment Plan 


LOME—AWRITE—PHONE Lincoin 17-0106 


Far Lamber Call Gar Number 
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Shop Hechibger's for Hardware Nends 


HALF OF HECHINGER’S two-column 
ad in local paper is devoted to three 
kinds of ladders, along with ropes, 
pulleys and planks that go with them. 
Top half of ad sells fencing. 


ladder holds, for example, in 
the nationwide do - it - yourself 
trend, they may change their 
opinion of it. The homeowner 
should be told, in fact, not to 
be caught without a ladder 
around the house. Otherwise, 
how is he going to fix that leaky 
roof, paint that gable, or put 
up that antenna? Ladders re 
a natural for advertising of all 
kinds because they tie in with 
paint, roofing, hardware and 
various maintenance items. 
Like the aforesaid homeowrer, 
no dealer should be without 
them. 
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SUGAR PINE SPECIALISTS 


We are specialists in Sugar Pine and Ponderosa 
Selects and usually can accommodate our customers with most thicknesses 
in select grades. 

Send Us Your Inquiries 


Your orders for all sizes, grades and kinds of West Coast soft woods will 
be given fast courteous attention. 


CALL US FOR KILN DRIED — 


Sugar Pine, Idaho White Pine, Ponderosa Pine, Douglas Fir 
Selects, White Fir, Incense Cedar, California Redwood. 





(We kiln dry our entire production excepting Douglas fir 
commons] 


































AGAINST RUST, WP 
AND GUARANTEED” 
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D GUARANTET ill EASY TO SELL...PROFITABLE TO HANDLE 


me CAN PAY FOR ITSELF IN ONE SEASON 


faites) Here’s a good way to sell more fencing ... by showing farmers how to 
be get twice as many days of grazing from their pastures, using extra rods of 
fence. And here’s a good fence that delivers all you promise. Sell the 
dependable service record Continental fence has established. And then 
sit back and ring up the extra sales you’ll make to a growing list of satisfied 
fence customers. 


*Flame-Sealed brand currently not available due to zinc-for-defense requirements. 
*Trade Marks Reg. U. S. Pat. Off. 


wm, CONTINENTAL 


A STEEL CORPORATION 
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GENERAL OFFICES «© 


PE age eT Farm Fence, Posts, Steel Roofing and Nails, Staples, Lawn 
PRODUCERS OF — Gates, Barb Wire Siding, and Fittings _ Fence, Wire Products 
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HOME ECONOMIST Jeanne Hall holds up frozen cake, first prize in cooking 
school contest drawing. 


Frozen Food 
Pian Sells Deep 
Freezers 


Unique promotion by 
Chicago dealer brings in 
customers. 


If a customer stepped into 
your lumber yard today and 
ordered a side of beef and a 
deep freezer, you might think 
he was crazy. Still, customers 
are doing this every day at the 
Czerwiec Lumber Company, 
Chicago, and the company is 
reaping some mighty nice 
profits. 

Czerwiec’s has been selling 
freezers for five years, but re- 
cently the firm added a food 
plan. Under this plan, a cus- 
tomer buys a 7-cubic foot 
freezer which holds up to 245 
pounds of food, and then he 
can buy U. S. Government 
Grade A choice beef at 59c a 
pound, cut, wrapped, frozen, 
and delivered from the food 
company that supplies the 
meat under the food plan. 

This food plan is merely an 
incentive to buy the freezer. 
The customer doesn’t have to 
buy any food with the purchase 
of freezer, but by buying the 
food, he can save up to 30% 
If he wishes to, the customer 
can continue to restock his 
freezer through the food plan. 
He pays the regular price for 
the freezer and saves many dol- 
lars on the food. 
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To demonstrate the use of 
the freezer, Czerwiec’s recently 
held a cooking school emp!oy- 
ing the services of a home 
economist supplied by the 
freezer distributor. Post cards 
were sent out to customers nd 
spot radio announcements vw 2re 
made to advertise the school. 
The home economist cooked 
frozen foods on an eleciric 
range that Czerwiec distribu ‘es. 

Women attending the ccok- 
ing school were each given a 
gift and at the end of the cook- 
ing school, frozen foods from 
the freezer and hot foods 
cooked on the range were given 
away in a prize drawing. 











(Just Say "Sir-Wick!") 


y! CZERWIEC SAVES YOU 
yo DOLLARS ON YOUR FOOD BILL 


Have This New 


INTERNATIONAL HARVESTER 
FREEZER tectcna troren roads of Your Chis 


Price For This Freezer 





And Save Many Dollars 
On Your Food 


U. S. Gov't Graded A Choice Beef 


He 8 
by the quarter or side of Beef 


Cut, Wrapped, Frozen and Delivered 








50 SS 
ONLY 544 DOWN oF 


a DELIVERS FREEZER & FOOD 


7 cu. ft. holds up to 245 lbs. 


COME IN. PHONE, WRITE =" 


Get the Details on this Amazing Offer at. 


FURNITURE 
AND 
APPLIANCE 
DIVISION 


3700 S. Western Ave. 


ot Archer 
Phonc Virainia 7-0456 














4655 W. North Ave. 


near Cicero 


Phone BElmont 5-9400 








SAMPLE AD USED to advertise combination freezer-food plan. 
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_ ANNOUNCING BIGGEST ZONOLITE FALL CAMPAIGN 
: 


B 









Here’s your top candidate for 


record home insulation sales! 


We’re stumping the whole country this year with big full-page 
ads in leading national magazines—in an all-out effort to bring 
YOU the home-owner’s ‘“‘vote” for ZONOLITE! 

Climb on the big PROFIT LANDSLIDE bandwagon by tying in 
with newspaper mats, radio and TV spots, window and store dis- 
plays and mailing pieces. These ‘campaign workers” are avail- 
able to you FREE. Don’t miss this great profit opportunity... 
mail coupon below for complete informa- 
tion about ZONOLITE’S FALL PROFIT 
LANDSLIDE. Write today! 


WRITE FOR FULL DETAILS NOW! 


SO ee 





ZONOLITE COMPANY, Dept. AL-82 I 
135 S. La Salle St., Chicago 3, Ill. H 


Please rush complete information about 
ZONOLITE’S FALL PROFIT LANDSLIDE. 
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ZONOLITE COMPANY 


135 South La Salle Street « 


Chicago 3, Illinois 
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This is the first in a series of 
articles about profit-sharing plans 
which have been installed by pro- 
gressive dealers. Watch American 
Lumberman for succeeding articles 
on: this subject. 








Every Employe Gets 





Se =~ 


CHIEF EXECUTIVES in this progressive company are 


A Cut of the Profit Pie 9 Sj:'Q'su.SEE. ut gerne at eee 


California dealer’s employes check one another because they know it 


means more cash in their pockets in the long run. 


Floyd Clark, yard foreman other day that one of the 
at Learned Lumber Co., Her- drivers making a lumber de- 
mosa Beach, Calif., noticed the livery burned the truck tires 


tT ' 
‘ 19 ape a 
AR, 


PROFIT SHARING CHECKS being distributed by C. J. Smith, vice-president, 
right. Lucky employes are, left to right, Tommy Wallis, Lloyd Clark and Hal 
Newell. Every one of the firm’s full-time employes participates in the plan. 





as he pulled out of the yard. 


When the driver returned to 
the yard, Mr. Clark gave him 
a dressing down for this lapse 
of thought in handling equip- 
ment. He reminded the driver 
that the more carefully he han- 
dled equipment, the greater 
would be his share of profits 
at the end of the year! 


This incident illustrates just 
one of the many benefits of the 
profit-sharing plan instituted 
last year by R. H. “Dick” 
Learned, president, and C. J. 
“Charlie” Smith, vice-president 
and treasurer, of Learned Lum- 
ber Co. 

Summing up the aims and 
tangible results of the profit- 
sharing program, Messrs. 
Learned and Smith agree that 
the plan: 

1. Encourages alertness on 
the job. 

2. Cuts down waste; en 
handle materials and equip- 
ment more carefully. 

3. Stimulates sales incentive. 


4. Reduces personnel tur- 
over. 


Instead of the _ execut:ves 
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YARD FOREMAN LLOYD CLARK, left, receives a check from his boss, Charlie 
Smith, outside contact man. At Learned Lumber Co., it’s sometimes the case of 
an employe encouraging the boss to “get on the ball,” since everyone shares in 
the profits here. 


pushing employes to greater ef- 
fort, it frequently works the 
other way around. 

Just let Mr. Smith, who is 
the outside contact man with 
contractors, let up a little, and 
the yard foreman is apt to ask 
him, “Say, Charlie, when are 
you going to start us on another 
series of jobs?” 

Here are the details of the 
plan. Everyone, including the 
bookkeeper and truck drivers, 
participate. At the end of each 
year net profits, after a reserve 
is set aside for taxes, are di- 
vided in three ways. 

1. One-third for employes. 

2. One-third for stockhold- 
ers, 

5+. One-third for improvement 
and expansion of the plant. 

At the start of operation of 
the profit-sharing plan last 
year, the firm set up a point 
System. Three department 
heals were credited with 10 
points each. This included the 
yar foreman, the head of 
hardware-paints, and the man 
I charge of sales and estimat- 
ing. 

Then, after this initial re- 
ward for department heads, 
each employe, including depart- 
ment heads, is credited with one 
Point a month. Each December 
15, the total number of points 
are added, and the value of 
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each point is determined. (Di- 
vide the total number of points 
into the one-third of net profits 
for employes.) 

Then each member of the 
staff receives an amount equal, 
to his points. 

An important phase of the 
profit-sharing plan is this: each 
person receives a check for half 
of his share of profits December 
15. The other half is paid in 
four equal quarterly shares the 
following year. 

Let’s take some arbitrary fig- 
ures for an example. Suppose 
the one-third share of profits 
for employes is $4,650, and 
total number of points accumu- 
lated by all employes is 186. 
Dividing $4,650 by 186 shows 
that each point has a value of 
$25. 

Thus at the end of a full year 
of operation, a department 
head would have 22 points (10 
plus one point for each month). 
At $25 a point, his share of the 
profit is $550. On December 15, 
he receives half of this sum, 
$275. The balance of $275 is 
paid the following year in 
equal quarterly shares: $68.75 
on the 15th of March, June, 
September and December. 

When this department head 
draws the last quarterly pay- 
ment on December 15, he also 
gets a check for half of his 


current year’s earnings! 

Any other member of the 
staff will have earned at the 
end of the first year 12 points 
(one point a month) or 12 times 
$25—a total of $300. On Decem- 
ber 15 of the first year he draws 
half of his share, $150, and then 
receives the balance in four 
equal quarterly payments of 
$37.50 the following year. 


The value of the plan as a 
stabilizer of personnel is this: 
if during the second year of 
operation, for example, an em- 
ploye quits in September, he 
loses his share of profit for the 
current year. (He will however 
collect his last quarterly shares 
from last year’s earnings.) 

Thus, assuming arbitrarily 
for the sake of an example, that 
a man’s points will have earned 
him $400, he stands to lose 
$300 (a portion equal to three- 
quarters of the year he worked) 
if he quits his job in September. 
That’s a large sum to give up 
even in these inflated-currency 
times! 


It will be noted that the 
longer the plan is in operation 
the closer the gap in points be- 
tween department heads and 
the rest of the staff. Messrs. 
Learned and Smith believe that . 
the longer a man works at the 
yard, the greater should be his 
experience and value to the 
firm. Thus when the yard fore- 
man is on vacation, an experi- 
enced yard man should be able 
to step in and take over. 


Note, for example, at the end 
of the third year of operation 
of the profit-sharing plan, a 
regular employe will have 36 
points compared to a depart- 
ment head’s 46. The propor- 
tion of regular employe’s share 
increases. At the end of five 
years, a regular employe will: 
have 60 points (one for each 
month for five years, or 60 
points for 60 months) com- 
_— to a department head’s 


Assuming that each point 
then is worth (arbitrary figure) 
$10, the regular staff member 
who has been participating for 
the five years, will draw $600; 
the department head, $700. 


Both management and the 
personnel areenthusiastic 
about the profit-sharing plan at 
Learned Lumber Co. It is now 
in its second year of operation, 
and it is producing the desired 
results. 
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King Cotton Clothes Dryer Cord 
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The King Cotton Clothes Dryer Cord is a 
good, strong, long-lasting cord. It will give customer satisfaction because it 
will remain white and strong through many seasons even under rough outdoor 
usage. Its price, for such a high quality cord, is surprisingly low. 


Put up in 100 foot hanks and in 3-50 foot connected hanks which can be 
sold as a unit or separately. 


Ask your jobber about King Cotton Clothes 
Dryer Cord. 
© Venetian Blind Cord 


Ki 
CORDAGE |: 


JOHN H. GRAHAM & CO. INC. 
105 DUANE STREET * NEW YORK &, N. Y. 





THE King Cotton LINE 
© Sash Cord 
© Clothesline 
© Clothes Dryer Cord 
© Heavy Duty Cord 
re) n © Mason's Line 
SET ® Chalk Line 


® Cable Cord 
























Everybody 
Listens to 
Party Line 


Daily broadcast by 
Texas dealer rates high. 


“Hello... yes, this is the R 
and K Party Line.” What?... 
you want to know what the “R 
and K Party Line” is? Well 
sir, it is a radio show broadcast 
over Radio Station KGNB, New 
Braunfels, Tex., six days per 
week at 7:30 to 7:45 a.m., spon- 
sored by the Richards and 
Krueger Company, a live-wire 
dealer in building materials. 

Serving this area with all the 
latest news on the area, the “R 
and K Party Line” is used to 
broadcast the kind of personal 
items you might hear if you 
listened in on a party telephone 
line — news of births, deaths, 
funerals, accidents; time and 
place of church, civic and lodge 
meetings, news of property for 
sale and exchange together with 
weather reports and statistics 
for the trade territory. It is 
the daily newspaper of the air 
in an area not served by a daily 
newspaper. Consequently, it has 
practically a 100% listening 
audience every morning. 

Last year, Richards and 
Krueger Company sponsored 
6,652 minutes of radio time in 
which were broadcast 1,664 
commercial messages of na- 
tionally-advertised merchan- 
dise, R and K’s services, lum- 
ber, building materials and 
hardware; with 5,616 personal 
announcements for civic and 
church organizations in the 
public interest. 

In addition to the “Party 
Line,” this company also spon- 
sors the “Little Country Church 
of Hollywood,” 30 minutes of 
transcribed church music every 
Sunday and urges listeners to 
go to the church of their 
choice; one-half minute spot 
announcements precede the 
12:15 news, Mondays through 
Saturdays; and on the Mexican 
program, one-half minute spot 
announcements six days a week 
in the Spanish language. 

In the event anything in the 
public interest is being broad- 
cast, Richards and Krueger 
Company can be counted one of 
the co-sponsors. 
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§ e That hardwoods in any form have always been 
a) the “blue chips” of paneling. 

ave yo UJ e That Georgia-Pacific Hardwood Plywood—genu- 

ques: ine hardwood paneling—can be used at prices com- 

parable to any other types of decorative paneling. 


a 
- consi (ered e That in addition to beauty and economy, you get 


a finished wall with no wallboard needed . . . a wall 
rh. guaranteed for the life of the house. Its beauty in- 
creases with age. It is practically maintenance-free. 


RK all these The first cost is the last. 


“R e That hardwood plywood, used as exterior sheath- 

ell ~ ing, roof-decking and sub-flooring, is comparable 
ast in cost to any competitive materials . . . but, you | 
ew Me nl = ' S get the added strength and ruggedness of hardwoods. , 
per | 
on- G-P Crownply in Red Gum, Sap Gum, Poplar, | 


_ & Ses Tupelo, Magnolia, Oak, Mahogany, etc., for decor- 
ire of G c 0 lr ; a ~ Pa * if ; C ative use. G-P Crown-bord (intermediate grade) and 
— G-P Plysheet (general utility grade) are used for cut- 
R ups and shop work . . . G-P Plysheet for sheathing. | 


G-P Container Grade is used in boxes and crates. 


to ? 
nal hardwood plywood - These hardwood plywoods, manufactured at 


aoe Georgia-Pacific’s large, new Savannah plant in the 


on heart of the Southern Hardwood area, are checked 

























nd for quality at every stage of production. Every panel 
lge is bonded with phenolic resin adhesives on hot plate 
for presses for lasting strength... and specially proc- 
ith essed for greater stability. Mass production has 
ics made available lower cost stock sizes that facilitate 

is ordering, handling and storage. For information, 
air write Georgia-Pacific Plywood Company, 611-8F 
_ Southern Finance Building, Augusta, Ga. 

as 
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red : a a one 
in 
664 Yay U d) Y 7 ’ 
na GEORGIA — PACIFIC 
an- 
1m- PLYWOOD COMPANY 
ind OFFICES OR WAREHOUSES IN: Augusta, Birmingham, Boston, 
nal Chicago, Cleveland, Columbia, Detroit, Lancaster, Louisville, 
and Memphis, Nashville, Newark, New Hyde Park, New Orleans, 
the Olympia, Orlando, Philadelphia, Pittsburgh, Providence, 
Raleigh, Richmond, Savannah, Vineland. 
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an do the Job Better.-- | 


WITH 


WNATRACKC 


SLIDING DOOR HARDWARE 





: You ¢ 


USE: %4 to 1%” by-passing doors 
SERIES 250 
APPLICATION: cabinets, 


fixtures and wardrobes 


HEAD ROOM: 2%,” 





USE: %4 to 138” doors 
SERIES 300 


APPLICATION: By-passing, 
converging, open pocket, 
closed pocket 


HEAD ROOM: 1” 


USE: 1% to 134” doors 
SERIES 400 


APPLICATION: Closed pocket. 
Finest quality track 
available. 


HEAD ROOM: 2'),” 


USE: 13%” by-passing doors 
SERIES 600 


APPLICATION: Double track 
by-passing wardrobe. 
Adjustable hanger. 


HEAD ROOM: 2)” 





USE: 1%” doors 
SERIES 650 


APPLICATION: Double track 
by-passing wardrobe. 
1” headroom. 


HEAD ROOM: 1” 





@ Kennatrack is easily installed. Doors roll quietly on 
EIGHT molded nylon wheels, with exception of Series 
250. Center mounting design, an exclusive Kennatrack 
feature, assures equal distribution of weight to all wheels. 
Prompt delivery. All sliding door hardware complete. 
See your Kennatrack dealer or jobber...or write today. 
Dept. B-8. 


JAY G. McKENNA, inc. 


ELKHART, INDIANA 
JAY G. McKENNA (Canada) Lid., 104 Jarvis St., Toronto, Canada 


“Specializing Exclusively in the 
Manufacture of Sliding Door Hardware 
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Profit-Making Ideas 





Plywood Ripping Jig 

Ripping large panels of plywood was a constant 
problem to yard men of the Glen Newton Lumber 
Co., Nevada, Iowa, until manager Glen Davis devised 
the above system. Vertical rack of 2x 4’s allows 
plywood to be held upright at a slight angle while 
being cut with small portable circular saw. Saw is 
welded to a steel plate which slides in garage door 
tracks—a Davis innovation. Operator can move saw 
easily at seven and eight-foot heights, since saw is 
counterbalanced. 






7 PME CMY 
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es 


Wood Borer Brought to Light 


The ever-present termite problem is forcefully dem- 
onstrated to Des Moines people by the Queal Lumier 
Co., with the three-sectional display shown above. 
Located just to the right of store entrance, dispiay 
is vital reminder of what can happen to untreaied 
timbers. More stores could benefit from ideas like 
this, with the emphasis on fire protection, peeling 
paint, etc. 
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_ Materials Handling Tips 





Maximum Space Utilized 


This new warehouse of Bimsco Inc., South Bend, 
Ind., is of reinforced concrete without a single column 
to slow materials handling equipment. Everything 
is either palletized or steel strapped and building ma- 
terials are stored right up to the ceiling. Kegs of 


nails, normally a back-breaking, time-consuming stor- 
age problem, are also palletized and warehoused in 
just minutes. 


be i. £ 
[és » =a 
; 


Steel Strapped Flooring 


‘imsco has all of its oak flooring steel strapped at 





* 





the mill for efficient warehouse handling with me- 
chanical handling equipment. Using a 4,000 lb. lift 
truck, this dealer stacks the flooring and takes full 
advantages of his warehouse space right up to the 
ceiling, Bimsco also finds that its customers prefer 
to buy their flooring in this manner because it is 
So easy to store on the building site. 
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KENWAKEAME 


SERIES 800 PREFABRICATED 
METAL PASSAGE DOOR FRAME 









' Comp ack installed 
Series at factory 














































































SERIES 400 
KENNATRACK 
Installed 


© Kennaframe comes k.d. and 

can be installed in rough 
Opening in 20 minutes or less. 
Fits all standard 2x4 walls. 
Frames available in all standard 
door widths. These are features: 
(1) Jamb end bracket permits a 
34,” vertical adjustment on height 
to plumb. (2) Pocket end bracket 
permits a 34” vertical and 34” 
horizontal adjustment to plumb 
and fit opening. (3) All split jambs provide a 154” adjust- 
ment for height to fit uneven concrete or double wood floors. 
Slot in header provides access to hangers for door adjust- 
ment. (4) Wood filler strips allow plaster grounds, trim and 
stops to be nailed or screwed in usual manner. Base brackets 
assure proper spacing of split jambs and anchorage to floor. 




















See your Kennatrack dealer or jobber, or write Dept. B-8 


JAY G. McKENNA, inc. 


ELKHART, INDIANA 
JAY G. McKENNA (Canada) Ltd., 104 Jarvis St., Toronto, Canada 
“4 Specializing Exclusively in the 
Manufacture of Sliding Door Hardware 
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NEW HOMES constitute 30% of the potential business for the average dealer. 
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The new home-market potential is exceeded only by the home-improvement 


market. 


How to Analyze and Develop Your Market 


This is the first of a series of articles aimed to 
help you increase sales in every department of your 


store. 


If you have not made the 
progress that you think you 
should during the past 10 years, 
you will probably be deeply in- 
terested in ways and means of 
developing your market oppor- 
tunity. 

The lumber building products 
retailer who fully covers his 
market opportunity _ solicits 
business in retail markets as 
follows: 

1—The new home market. 

2—The home improvement 
market. 

3—The farm market. 

4—The heavy construction 
market. 

5—The market for industrial, 
commercial and_ institutional 
improvements. 

6—Non-construction uses of 
building materials. 

7—Specialty markets, such 
as roofing, siding, insulation, 
floor covering, acoustical ma- 
terials, kitchen and bathroom 
remodeling, etc. 

8—Yard fabricated and pre- 
cut items, such as garages, 
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small farm buildings, etc. 
9—Industrial sales. 

10—The mechanical equip- 
ment of the home, appliances, 
etc. 

11—Impulse and counter 
merchandise. 

12—Government sales. 

Of the total volume available 
in these 12 basic markets, at 
least two-thirds will come from 
the first two—new homes and 
home improvements. In the 
average retail operation, in an 
average year, 30% of the poten- 
tial is in the new home volume 
and 35% in home improvement 
volume. You will note, espe- 
cially, that the home-improve- 
ment market is slightly larger 
than the new home market. 

Of course, there is no such 
thing as the average yard or 
the average year, and you will 
have to adjust your thinking to 
your own circumstances and 
environment. The number one 
principle in discussing market 
developments, is the fact that 
markets are people! Your mar- 


kets are not dollars or tonnage, 
but people. Therefore the dens- 
ity of the population that you 
serve, and how the people group 
together for living, have a bear- 
ing on your personal market 
opportunity. 


About one-third of the people } 


in the United States live in 
trading areas of less than 10,000 
people. About one-third of all 
retail sales of food and cloth- 
ing are made in such areas, but 
it is very important to note that 
50%, or one-half of all build- 
ing material sales, are made 
in these smaller marketing 
areas because the farmer buys 
five times as much per family 
in building materials as the 
city dweller does. 

It should be noted that there 
is one retailer for every 90 per- 
sons in the United States. That 
is the general picture. But there 


‘ is one lumber dealer for every 


5,000 people. The average lum- 
ber dealer serves 1,500 families. 
There are 30,000 lumber deal- 
ers in the United States, and 
they will do this year approxi- 
mately $7,000,000,000 in busi- 
ness, or about $236,000 for the 
average lumber dealer who 
serves 5,000 persons or 1,500 
families. 

Here is another way to meas- 
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sell 
more doors 


Door selector gives size and details about popular doors 






























































Aiea: cs anon decane * Door specifications and the 
meaning of grade marks. 
Age, ae ‘ 
— Finishing suggestions. 
you 
oup . P 
ear- Garage door information. 
rket 
yple New Malarkey Plylock flush 
. in door explained. 
,000 
all 
oth- Tells what goes into a 
but quality door. 
that 
lild- * 
lade _ Sixty pages full of color. 
ting 
Uys 
nily * Full line of Malarkey 
the . plywoods and doors. 
here 
Pat Helpful, informative, colorful cat- 
a : alog. Get your copy today at 
here order this new catalog today Malarkey door distributcrs or 
very send coupon and 50c. 
lum- ne a ee ee em 
lies. : <> M and M WOOD WORKING COMPANY 
- . : é | a ar ey “sors 2308 N. Columbia Bivd., Portland 17, Ore. 
: | 
va . | Please send copies of new Malarkey Plywood and Door Catalog at 50c each. 
the | Enclosed find 
who Name Address 
| ,500 | City State 
1eas- Fy | My door distributor is 
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ure your efficiency: you and the 
other lumber dealers in your 
competitive retail trading area, 
should be doing $236,000 worth 
of business this year for each 
1,500 families in the trading 
area, if you are equaling average 
performance for the _ entire 
country. 

We have just said that “‘mar- 
kets are people.” What kinds 
of people do you deal with? 
Well, your biggest market is 
that of property owners who 
need structural improvements. 
There are 40 million standing 
residential units in the United 
States valued at $250,000,000,- 
000 that need repairs, improve- 
ments, alterations and expan- 
sion. This represents a poten- 
tial annual market of $7,500, 
000,000 in contract work, $1,- 
250,000 in material sales for 
every single lumber dealer in 
the United States. I am talking 
about an annual market. 

The new home market in an 
average year, for the average 
dealer, should produce $1,000,- 
000 in material sales. In addi- 
tion to sales to people who are 
property owners and people 
who want new homes of their 
own, you have farmers, and 
commercial, industrial and in- 
stitutional buyers to cater to on 
a retail basis. Retailing has 
been defined as taking care of 
the needs of the people in the 
local trading area. 

There are four basic elements 
to retailing: 

1—The development of the 
need ; 

2—Development of wants; 

3—Development of willing- 
ness to buy; 

4—Development of the ability 
to buy. 

All four must be present in 
every retail sale. The trouble 
is that the No. 1 “need” is not 
enough. 

The American people could 
live on 50% of our total annual 
production and still have a 
higher scale of living than any 
other country in the world. It 
is obvious that retail sales vol- 
ume then is more than a matter 
of need. 

We must create the want, the 
willingness and the ability to 
buy. This requires extensive 
and intensive advertising and 
sales promotion. Obviously, if 
you dealers are to realize your 
full opportunity, you have to 
spend both time and money de- 
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veloping the want, the willing- 
ness and the ability to buy on 
the part of the people in your 
trading area. 

Let us now discuss some of 
the techniques for going after 
these markets. 


NEW HOME MARKET 


Have you ever analyzed what 
the people in your market want 
from the home building in- 
dustry? Well, here is what they 
want and I think that you will 
agree that it is so obviously 
true that there can be no argu- 
ment: 

Our people demand from the 
home building industry an ade- 
quate supply of new houses, of 
good quality, at prices families 
can afford to pay, and backed 
with the same industrial re- 
sponsibility for sales and serv- 
ices they receive from other in- 
dustries. 

They want a new home sales 
headquarters in their local 
community, with materials, 
parts, supplies, displays, mod- 
els and pictures where they can 
shop, husband and wife to- 
gether, and buy a new house. 
They want to be served by one 
salesman who will handle 
everything for them, and they 
want the sale to include every 
reasonable service that they 
would be given with an $8,000 
purchase from any other in- 
dustry. 


They want accurate informa- 
tion, sound advice and coverage 
of all their housing needs. They 
want to be fitted into a home 
of the right size for the family 
and the family pocketbook. 


ESTIMATING THE MARKET 


Assuming that you are in 
business to provide for the 
physical or material part of the 
building needs of your com- 
munity, one of the first things 
you should do would be to 
make an estimate of how many 
homes per year in the average 
year would be built in your 
community. 

It will not be difficult for you 
to get the number of families 
that live in your trading area. 
To find the number of homes 
that will be built, you should 
divide the number of families 
by some figure between 40 and 
70. If the marriage rate is high 
in your community, the death 
rate low, and people are moving 
into the community faster than 


they are moving out, use a fig- 
ure somewhere near 40. If, on 
the other hand, more people are 
moving away from your com- 
munity than are moving in, and 
the marriage rate is low and the 
death rate high, you would use 
a figure nearer 70. 

After you have arrived at the 
number of homes per year that 
will be built in your community 


you should decide what share f 


of the business is yours. When 
you determine what percentage 
of the business is yours, multi- 
ply the number of homes that 
will be built by that percentage 
and you have the number of 
homes in your own sales po- 
tential. 

It is important for you to 
note that 90% or more of homes 
are built at a cost of less than 
$10,000 today, and that seven 
out of 10 buyers are 31 years 
of age or less. This youthful 
age of the typical home buyer, 
indicates how important it is 
to have government-insured fin- 
ancing and low  down-pay- 
ments to secure adequate home 
volume. 

You will make three kinds of 
sales to the new home markets: 


a) Material sales to con- 
tractors and builders. 

b) Material sales to family 
consumers. 

c) House packages to con- 
sumers, either ready for occu- 
pancy or built after purchase. 

You may have three basic ap- 
proaches to selling policies: 

1—Sales in which there is 
open-price competition with 
other suppliers. 

2—Sales in which you were 
able to control your selling 
price against any outside com- 
petition without accepting re- 
sponsibility for labor to the 
consumer. 


3—Complete control of sell- > 


ing price because you accept 


full responsibility to the con-} 
sumer for the completed pack- F 


age. 

The principle involved in 
these policies is that the greater 
the degree of the control of the 
sale, the more certain you are 
to secure a profitable selling 
price against competition. 

When the contractor controls 


the sale of the completed home 


to the consumer, he fixes the 
selling price 





and whatever> 


See Sadak a Bln Kasi. Wivtnisicat ak pean caine ng dtu 


price he fixes has all the deal-f 


ers profit in it, as well as his 


bow iDy 


own profit. Every dollar he :alp 
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u to 
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than 
seven 
years 
thful 
uyer, 
it is 
1 fin- 
-pay- 
nome New Silver Spring, Md. residence roofed with Century” 
No. 5 Spanish Red Asbestos Shingles. APPLICATOR: 
ds of lL. A. Lee, and ARCHITECT: Louis R. Moss, both of 
kets: . Washington, D.C. 





con- 


Random width, thatched butts of Century" 


How to boost your roofing No. 5 Shingles give appearance of Ameri- 


can method, individual shingles. Available in 


imily 


con- Spanish Red, Surf Green, White and Black. 


occu sales with | 


pel 
a“ “CENTURY” AsSBESTOS-CEMENT SHINGLES 


with 





dling The wide color and pattern range of “Century”? Asbestos-Cement Shingles 
- a gives you something builders and contractors are looking for! 
g re- You can offer several attractive colors among three shingle styles. And these 
» the are built-in colors . . . they can’t fade. 
1 
sell- Not only that—‘“‘Century”’ Shingles can’t burn, soak, or rot, and won’t feed 
ecept rats or termites. . 
ae These advantages, coupled with easy application, appeal to builders. And it’s 
—— a low cost roof to put on—large size units, minimum number of shingles to 
. a square. 

d in q 
eater F Sell the complete K&M Shingle line—a product of America’s first maker of 
yf the asbestos-cement shingles. Our national advertising in BETTER HOMES & GARDENS, 
u are COUNTRY GENTLEMAN, SUCCESSFUL FARMING, PROGRESSIVE FARMER, AMERICAN 
elling BUILDER, PRACTICAL BUILDER, NATIONAL ROOFER, AMERICAN ROOFER, MAGAZINE 
— OF BUILDING, SWEET’S ARCHITECTURAL FILE, and other publications makes your 
e 7 selling job that much easier. Remember, it’s your advertising! 
s thep 
ite ver fy KEASBEY & MATTISON | 
“7 COMPANY © AMBLER ¢ PENNSYLVANIA | 
iS ss | . ° e 
e cane America’s first maker of Asbestos - Cement Shingles 
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HOMES AND DUPLEXES USE... 


Citieease 




















in the 

r 1300 homes and duplexes in th 
+ od Development, Augusta, Georgia, 
and North Augusta, South Carolina, are 
being equipped with Dura-seal Combina- 


tion Metal Weatherstrip and Sash Balance. 


Knox Corporation, as well as many 


~ other builders and architects throughout 


the country, use Dura-seal gaat ° - 
vides important sales features . . . th a es 
weather protection and the easiest win a 
operation. Dura-seal’s complete ey - 
stripping saves 20% to 40% in fuel an 
eliminates drafts and dirt. Its four spring 
balances in each window (enclosed . 
metal housings), assure true balance an 
finger-tip control. And because oe 
is cut to the pitch of the sill—it — es 
a more attractive and efficient win ow. 
Consider these advantages for your homes! 


4 gre 
“For complete information . . . see your sash and door jobber! 


ZEGERS Incorporated, 8090 South Chicago Avenue, Chicago 17, lilinois 


Dura-seal’s one piece jamb 
member has a concave bac 


La surface, providing a desirable 
aes flexibility which maintains a 
a € 5 constant air seal and smooth 
"bie, window operation even when 
ae ’ the sash expands or contracts 
<< due to changeable atmospheric 
ead conditions. 





Diwa-dewl 
Contieeien 


Metal Weatherstrip 
Sash Balance 





76 





chisel out of the dealer’s profit 
is added to his own profit. 

Is there any dealer who does 
not believe that any contractor, 
who will make enough copies 
of a material list and shop at 
enough places with enouvh 
dealers, will not be able to find 
some dealer who will cut tie 
price below an adequate pro‘it 
for a legitimate dealer? 

On the other hand, if the 
dealer controls the sale of thie 
completed house to the con- 
sumer, and if the dealer fixes 
the ultimate selling price of the 
completed package, both his 
profits and the contractor’s 
profits are in the selling price. 
Then the dealer sets out to 
buy labor as the contractor has 
in the past to buy materials, 
but the dealer is smarter than 
the contractor because he ap- 
preciates the necessity for profit 
and wants to retain the coopera- 
tive good-will of the contractor. 

He figures an adequate profit 
for labor and supervision in 
the deat for the contractor and 
pays it to him without attempt- 
ing to chisel his price and, of 
course, the dealer gets his own 
profitable price for his own 
materials. So, again I say, the 
greater the degree of the con- 
trol of the sale, the more assur- 
ance the dealer will have of a 
satisfactory profit. 

When a new home prospect 
walks into your office there are 
eight ways that you can handle 
the deal and each of these 
eight ways, in numerical order, 
will give you increasing control 
of your selling price. (Inci- 
dentally these same eight ways 
apply to the handling of a 
home-improvement prospect, as 
well as a new home prospect): 


1—You can encourage the 
customer to find his own con- 
tractor, but try to divert the 
job to one of your cooperating 
contractors if it seems to be 
going to a competitive con- 
tractor. 

2—You can recommend a 
Single cooperating contractor 
for the owners needs and work 
with the contractor and the 
customer in developing the deal, 
and share the responsibility 
with the contractor. 

3—You can secure plans and 
financing for the customer and 
then let the contractor carry 
the sale from that point. 

4—You can carry the deal 
through to the point where con- 
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tracts are ready for signature 
and then let the customer 
choose his own contractor, thus 
avoiding responsibility for con- 
tract workmanship. 

5-—-You can bring the deal to 
the point where contracts are 
ready for signature and then 
assizn them in rotation to a 
group of cooperating contrac- 
tors, retaining control of the 
money payments. 

6—You can have a _ three- 
party contract in which you 
participate with the owner and 
contractor in the deal, with all 
of the money on the job flowing 
through you first. 

7—You can award contracts 
for the customer to contractors 
who are under your control, 
and for whom you accept full 
responsibility. 

8—You can take contracts in 
your own name, do the work 
yourselves, and accept full re- 
sponsibility for labor and ma- 
terials (some dealers have a 
subsidiary company to do this). 

There is one dealer in the 
United States, Lyle Peters, of 
Louisiana Western Lumber 
Company, Lake Charles, La., 
who not only uses policy No. 8 
and takes contracts himself, 
but, as a lumber dealer, has 
been elected president of the 
local contractors’ association! 
He earns the complete cooper- 
ation of his local contractors 
by becoming their best cus- 
tomer. He advertises heavily so 
that the people in his commu- 
nity who want to build homes 
come to him first; he gets their 
plans and financing for them, 
an’ then sees that his cooper- 
ating contractors get all the 
sweet deals. When a tough job 
comes along that for any reason 
the other contractors do not 
want to handle, he handles it 
with his own construction com- 
pany. In this way he has com- 
plete control of his selling 
price and profit. 

At this point, we must con- 
clule that it is an impractical 
ideal for a lumber dealer to 
believe that he can, year after 
year, sell $3,000 material lists 
in competition with other sup- 
pliers and make a satisfactory 
het profit on such deals year 
after year. History tends to 
prove that this cannot be done 
In normal times. Let us, there- 
fore, set up a practical ideal 


'and see what we might do 


about it. 
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THIS FALL AND 





APAFURNACE CLEANERS 


AMERICAN, 
SANDERPL 
PEEDY $s) 


Here’s a profit gold mine for you today 
. . rent American Sanders and strike it 
rich! 

One successful plan is to set up a 
“Rental Bar’’—featuring American Floor 
Sanders, American Spinner Edgers, 
American DeLuxe Polishers, the popular 
American Belt Sanders, and other types 
of power tools and equipment to rent to 
your customers. 

Sander rentals start 3-way profits roll- 
ing... through rental fees . . . extra sales 






ML YEAR ROUND val 


with AMERICAN! 


EDGE TRIMMERS | 
AINT SPRAYERS 


The American Floor Surfacing Machine Co. 
521 So. St. Clair St., Toledo 3, Ohio 


LD Send 12-page free booklet showing how to make money 
in the floor sander rental business. 


0 Send Jatest catalog on the following, without obligation 
0 Floor Sanders 


DUNNE \cécdecneecneu COOP eee SHOE ESOS eH E SEETHER SSeEsEeseres 


Street ..... 





| 
i 


ow TORCHES 





of floor finishes, paints, brushes, abra- 
sives, etc., .. . and customer goodwill! 
Paint sales have increased up to 20%... 
and up to $12,000 more store volume for 
hardware, paint and lumber dealers from 
coast to coast. American helps you with 
a complete merchandising kit—counter 
signs, advertising pamphlets, window 
cards and banners and other material. 
Send today for free booklet that guides 
you to golden profits! 


MERICAN 


FLOOR MACHINES * PORTABLE TOOLS 
SEND FOR “PROFIT PLAN” BOOKLET 





3 0) Floor Edgers 
OO Floor Maintenance Machines 


eeeeeecsce SPSS EHSHESHHHHESH HH HHAS HEHEHE HEHE EH EH Eee 


nme ann eneneadl 


= 


77 














“The purpose of our 
club,’’ Denver dealer 
frankly told members, “‘is 
to sell more tools and 
accessories.” ... 


To which the members 
replied, “That’s the kind 


of club we want!”’ 


WOODWORKING DEMONSTRATIONS are held periodically in the Barr show- 


room to show power tool hobbyists new things to make. 


Hobbyists Like Club for Power Tool Owners 


“We can’t keep enough tool accessories in 
stock since we organized our club for power- 
tool owners,” says G. E. Goodrich, advertising 
manager of Barr Lumber Company, Denver, 
Colo. 

Barr has sold power tools with increasing suc- 
cess for three years. Early this year, the firm 
organized a club for power tool hobbyists, pro- 
moting it with just two insertions of the same 
newspaper ad. The club has 225 members 
throughout Colorado, Wyoming, Kansas, Ne- 
braska and New Mexico. 

To maintain interest, Barr demonstrates its 
versatile power tool every six weeks, employing 
the services of a woodworking instructor in one 
of the Denver high schools. These demonstra- 
tions are not advertised, but cards are sent to 
members inviting them to attend and bring a 
friend. Barr pays for these demonstrations and 
club expenses. 

The power tool actually consists of: a vertical 
drill press; a horizontal drill press; an eight- 
inch saw; a lathe; and a disc sander, and is 
really a complete power shop in one unit. Barr 
offers 12 months’ financing with no down pay- 
ment. 

To stimulate interest of members in the pur- 
chasing of accessories, Barr publishes the work- 
ing drawings of some useful build-it-yourself 
project for its members each month and circu- 
lates a manufacturer-published pamphlet which 
includes working drawings plus tips by other 
power tool owners. 

Barr has found that it not only sells tools and 
accessories, but many other types of merchan- 
dise to their club members. 
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TOOL ACCESSORIES are displayed on a special island. 
An attached magazine-type rack contains pertinent lit«ra- 
ture. 
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SHORT TRAVEL RATIO 


SOLD 
ONLY 
ial delticls| 
JOBBERS 


Buitping Propucts MERCHANDISER 


ANOTHER SPECIAL FEATURE 
BUILT INTO 


IIONAL LOCK 


Solid brass bolt “throws” a full 7/16” every time. Always a 
positive strike plate engagement. Bolt has dead latch feature 





Patent Applied 


that keeps latch engaged with strike plate... prevents un- 
authorized entry with knife or screwdriver. Extra security! 


Engineered relationship between knob and locking mechanism 
reduces degree of “travel” — only 29° movement required. 
This important feature adds extra years to lockset life. It is 
another example of the plus value built into National Lockset. 


AMERICA’S OUTSTANDING LOCKSET VALUE 


It's the difference” that makes NATIONAL LOCKset top 
money-value...an abundance of extra, exclusive features 
that add up to time saving installation and home owner 
enthusiasm. It's the ‘difference’ that will sell you once you've 
heard the inside story. Write today for illustrated catalog. 
It contains full color reproductions and complete details. 





DISTINCTIVE HARDWARE...ALL FROM | SOURCE 


NATIONAL LOCK COMPANY 


ROCKFORD, ILLINOIS e MERCHANT SALES DIVISION 























SEAL-FOIL means 
Bigger Insulation Sales! 


* Not an ordinary batt or blanket! Actu- 
ally two great insulations at a price 
comparable to one! 

* Effective against heat loss—plus vapor 
barrier and fire barrier! 

* Lightweight, easy to install—one man 
can install 2,000 sq. ft. in 8 hours. 


In Convenient 16'' and 24'' Widths, 
Flanged for Easy Tacking 











OTHER SEALTITE PRODUCTS 
® Sealtite Supreme white granulated insula- 
tion 
@ Sealtite Supreme wnite loose insulation 
®@ Sealtite Supreme dark granulated insulation 
® Sealtite Supreme industrial insulation 





NOTE! 
SEAL-FOIL is fire-proof! This great safety fea- 


SEAL-FOIL is not just flame-resistant— 


ture, plus economy and insulating values, 
makes SEAL-FOIL a demand item with Builders, 
Home-Owners, Farmers and Industry every- 
where! 

Mail This Coupon Today 


SEALTITE INSULATION MFG. CORP. 1 
Dept. L-8, Waukesha, Wisconsin 


Please send me complete SEAL-FOIL story and I 
prices. Also, details of your “Get Acquainted | 


1 

| 

l 

i Offer’’. 1 
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! BGs 6. 6c ct cctecncesetsenteverecesisécceseve P I 
1 | 
MN ci dcacccuduubwagnen need i daecescéeienes 1 
cm ae Ge ane ee On on ee es ee oe ae ee ‘ 
80 








For 12 Years 
She Has Done 
A Man’s Work 


Starting as a stenog- 
rapher in the ’30’s, Claire 
Irby has become one of the 
best informed lumber buy- 
ers in the country. 


The U. S. Government held 
its first lumber auction in Mem- 
phis in 1941. It was attended 
by 155 men and one woman. 
The woman was Claire Irby, 
lumber buyer for Nahlik Lum- 
ber Company, St. Louis—prob- 
ably the only woman in the 
country to handle such a job. 

Starting as a stenographer 
for Wiles-Chapman Lumber 
Co., Miss Irby became secretary 
to I. R. L. Wiles and after 10 
years of learning the lumber 
business, she was sent on her 
first buying trip in 1940. Since 
then she has been buying 2,000,- 
000 feet of lumber and travel- 
ing about 12,000 miles annu- 
ally. When Wiles took over the 
Nahlik Lumber Co. in 1946, he 
took Miss Irby with him as his 
buyer. 

Miss Irby attends govern- 
ment auctions for a dual pur- 
pose: first, to make bids, and 
second, contacts, since she sees 
hundreds of lumbermen which 
would take her months to see 
singly. She now has two assist- 





CHECKING Iium- 
ber shipment, 
Miss Irby makes 
sure she got what 
she ordered. Be- 
low: flooring sam- 
ple from lumber 
mill is examined 
by Miss Irby at 
her desk in St. 
Louis yard. 





ant buyers in the south and 
two women in the lumber com- 
pany office under her 

She travels by train, plane 
and sometimes by rented auto- 
mobile in tracking down hard- 
to-get lumber items, and usu- 
ally she finds them. When she 
can, she combines pleasure with 
business, indulging in her fa- 
vorite hobby of color photog- 
raphy. 

Miss Irby thinks lumbermen 
as a group are charming and 
agreeable to work with and 
she has yet to find someone who 
feels that a woman’s place is 
not in a sawmill. 

“There’s no doubt that a 
woman must know her business 
better than a man in order to 
gain confidence in the first 
place,” she says. “A man might 
be able to bluff his way, but if 
a woman tried it, it might be 
fatal. But by and large, no one 
objects to doing business with 
a woman if she knows what she 
2 talking about—and I hope I 

io” 
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struction. 


The exceptionally fine qualities of 
AFCO Prefinished Wall Panel have 
been taken advantage of by construction authorities at Holy Cross Seminary, La- 
Crosse, Wisconsin, where it is being used extensively in new buildings. 










Til-Lite 
Glo-Line 
Hi-Lite 





Don’t overlook 


commercial use of 


| Prefinished 
Wall Panel 


AFCO Prefinished Wall Panel is ideal for all types of commercial use.— in 
lobbies, hallways, kitchens, laboratories, bathrooms — in fact, almost every place 
where a strong, long-lasting and attractive wall surface is called for. And, of course, 
AFCO Prefinished Wall Panel is a natural for home renovation and new home con- 





220%, 


EBOARD CO., INC. 


ALEXANDRIA. LA. 














Set new sales records with record-setting 
Compo. Only Compo can give you the strength 
and advantages of wood — plus protection 
and added rigidity of metal over wood. This 
unique construction results in the strongest 
combination screen and door ever made! 


Compo features a solid Ponderosa Pine core 
inside, with choice of Aluminum exterior, or 
Stainless Steel with aluminum inserts. Requires 
little or no servicing, remains durable and 
beautiful year after year. 






miracle 
PRODUCTS COMPANY 


21 W. 11 MILE RD. BERKLEY, MICH } 


Bur DING Propucts MERCHANDISER 


SCREEN HAS A 


PONDEROSA PINE CORE 
and METAL SURFACES! 


Compo 
—has many basic patented features 
—adjusts to any size opening 


—has no visible fastenings (except 
on hardware) 


—is solid, soundproof, insulated. 


Nationally advertised, Compo’s 
beauty, quality and ease of installa- 
tion will set new records for you— 
in reducing your selling job, increas- 
ing your sales. Inquire today—start 
getting Compo profits ct once! 


COMBINATION DOOR & 


Annan 


Write, wire or phone for 


further information to Dept. 1-12 _ 
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PROFITS OFF FOR MANY RETAILERS 


Sales are down—overhead is up—competition is greater 
—this is why Ohio, Kentucky and Tennessee dealers 
report a lower net income, after taxes, than a year ago. 


KENTUCKY 


The average net profit for Kentucky retailers 
before taxes increased from 6.91 percent in 
1950 to 7.16 percent in 1951. However, since 
the cost of merchandise sold and expenses, in 
relation to sales remained about the same the 
difference in net profit is attributed to an in- 
crease in other income. 


The 1951 survey conducted by the Kentucky 
Retail Lumber Dealers Association covered 75 
dealers doing a gross volume of $30,225,538 last 
year. 

The cost of building materials sold in both 
1950 and 1951 was 69.6 percent of the net sales. 
Operating expenses were 24.6 percent for the 
last two years and the only reduction was in 
salaries paid executives and owners—down to 
3.9 percent in 1951 from 4.3 percent in 1950. 


Net operating profit was the same in 1950 
and 1951—5.8 percent. Other income increased 
from 1.1 percent to 1.3 percent in 1951, explain- 
ing the small overall net profit boost. 


The average inventory turnover of 3.69 times 
during 1951 showed a slight decrease as com- 
pared to 4.00 times in 1950 and 3.84 times in 
1949. 


While the gross profit percentages for 1951 
varied little from 1950, 30.4 percent both years, 
it exceeded 1948 and 1949 percentages. In those 
years it was 26.0 percent and 28.9 percent, 
respectively. 





OHIO 


Increased competitive pressure, a leveling-off 
in sales volume but considerable improvement 
in management efficiency is shown in the Third 
Annual Survey of Operating Profits just com- 
pleted by the Ohio Association of Retail Lumber 
Dealers. 


The net profit before taxes was 6.9% which 
compares favorably with the 1949 average of 
6.8% but is much less than the 8% recorded in 
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3.92% 





EXEC, SALARIES 





$30,225, 538.64 


THE ABOVE CHART shows the distribution of the 
average Kentucky dealer’s sales dollar before income 
taxes. 








1950, when sales jumped 28% over the preceding 
year. 


The average markup in 1951 was 37.5%, only 
slightly under 1950’s 38.190. In 1949 the average 
markup was 40.1%. 


Management efficiency is definitely better be- 
cause despite substantial increases in material 
costs and wages, the dealers were able to reduce 
the cost of distribution to the public and siill 
make 1% more net profit before taxes than in 
the preceding year. 


Several interesting developments are quite 
obvious in the chart below. The markup has 
(continued on page 84) 
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~ Record VITA-VAR sales. 





keep Newark paint and 


hardware dealer in business! 





N.J.,says,‘‘Vita-Var sales have been paying my rent.” 


What Vita-Var will do for you 


1. Immediate support—The day you become a Vita- 
Var dealer, you receive the sales-building support 
Dealer Cook talks about.Vita-Var gives you advertis- 
ing. merchandising and promotional material that 
has been tested and proven successful with other 
dealers. You’ll be backed to the hilt with intensive 
advertising. 


2. Vita-Var’s earned rebate plan—Vita-Var’s unique 
rebate plan allows you to be the most competitive 
dealer in your area. As your sales go up, so does your 
profit margin! 


Here’s what you do 


Write today for complete information on a Vita-Var 
protected franchise for your area. Mail the coupon 
below to Trade Sales Division, Vita-Var Corporation, 
1180 Raymond Boulevard, Newark, New Jersey. 


| BuiLpInc Propucts MERCHANDISER 





MERLE S. CooK, Newark, N. J. dealer, 
tells what VITA-VAR 
has done for his business. 





‘*My books show that Vita-Var paint sales for 
the past year have broken all records in my 
store. This is really remarkable in a year when 
sales were definitely mediocre for my other 
merchandise. Hardware and other items have 
been moving very slowly, but Vita-Var’s com- 
plete line has spurted ahead. 


“To boil it down, Vita-Var sales have 
been paying my rent! 

‘*T’ve been selling paint for twenty-five years 
and Vita-Var for the last seven. Never in this 
long experience have I handled a line that 
brought in repeat customers the way Vita-Var 
does. And, let’s face it, repeat customers make 
the difference between a thriving operation 
and going out of business. 

‘‘In addition, Vita-Var has given me the 
fullest cooperation in all my advertising and 
sales promotion efforts. This kind of coop- 
eration makes for pleasant and profitable 
business.” 


ee ee ee ee 


I want to know more about your Vita- 
Var Dealer Franchises. Please send me complete 
details (without obligation) immediately. 


Name 








Firm Name 


Address 





City Zone State 
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been declining. Expressed as a percentage to 
sales material cost has advanced from 71.4% 
to 72.7%. This means that the cost of material 
has advanced more rapidly than the sales prices 
charged by the dealer. 


SUMMARY FOR 1951 


Amount Ratios 
1951 1951 1950 1949 
Sales $106,018,613 100.0% 100.0% 100.0% 


Material cost 
Gross margin 


77,102,966 72.7 72.4 71.4 
28,915,647 27.3 27.6 28.6 


Operating expenses 23,149,590 21.8 21.1 23.3 
Net operating 

profit 5,766,057 5.5 6.5 5.3 
Other income 1,513,076 1.4 1.5 1.5 
Net profit (before 

tax) 7,279,133 6.9 8.0 6.8 
Mark-up on cost 37.5 38.1 40.1 


The survey for 1951 included 257 separate 
reports, which represented 280 to 300 separate 
retail establishments. This year 52 reports were 
for dealers doing less than $130,000 yearly 
volume (group A); 43 reports for dealers from 
$130,000 to $200,000 (group B); 67 from $200,- 
000 to $350,000, (group C); 54 from $350,000 to 
$750,000, (group D) and 41 over $750,000, (group 
E). 

Increase in sales volume. Results for the year 
indicated a leveling-off in sales volume in 1951 
as compared with the previous year, which was 
28% over 1949. The figures were as follows: 


Group No. Reports Reporting % Increase 
52 41 6.28% 
B 43 40 6.92% 
C 67 65 3.86% 
D 54 50 9.18% 
E 51 40 8.81% 
Total 257 236 7.77% 


Increase in inventories. Data developed to 
compare the beginning and ending’ inventories 
showed that small dealers had the highest per- 
centage of inventory increase, though the amount 
is relatively small. 


Group No. Beginning Ending Increase % 
A 52 $25,820 $ 28,114 $ 2,794 10.8 
B 43 43,835 45,177 1,342 3.1 
C 67 62,350 62,892 542 9 
D 54 92,665 96,755 4,090 4.4 
E 41 219,874 231,379 11,495 5.2 

Total 257 83,360 86,985 3,625 4.4 


One of the lessons learned by this study i 
that there seems to be no definite relationship 
between turnover and net profit. Normally, of 
course, if the selling price is right the profit 
will increase with the number of inventory turns. 
However, in too many instances the dealer is 
striving for fast inventory turnover by simple 
price cutting. 


Age of accounts receivable. Many of the deal- 
ers answering the survey, test the health of their 
customers’ accounts by securing the average age 
of the total accounts at the end of the month 
in this manner: 


If total sales for a YeAr WEeTE.......crccccccocs $346,000 
ChE WHICH GOBER BRIE WOTC. 6.5.06 sicciccescccsiens 39,000 
Pie CHEERS SHIEK WEEE «oo cc vc ciccecccecicascsic 307,000 


With 307 business days in 1951 this meant 


charge sales per day were ...........ccesce0. 1,000 
If accounts receivable at Dec. 31, 1951, were.... 58,000 
Then this dealer would have in outstanding ac- 

counts a total days business of.............. 58 days 
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Profits Off For Most Retailers 


The majority of the dealers reporting ranved 
from 30 to 50 days. If the retailers ratio is 
over 50 he should study the problem of his 
credits. 





TENNESSEE 


The 5th annual Cost of Doing Business Sur- 
vey just completed for the Tennessee Building 
Material Association shows that operating ex- 
penses are up and that net profits are down. 


The information included in the survey is 
taken from the 1951 operating statements of 85 
representative lumber retailers in Tennessee 
having net average sales of $385,502. The 1950 
survey reflected the performance of 95 yards 
with net sales averaging $380,526. The similar- 
ity of sales figures makes profit comparisons 
extremely significant. 


Leveling off of wholesale prices is shown by 
the fact that the cost of materials sold in 1951 
was 72.87 percent of net sales as compared to 
73.12 percent in 1950. As a result the gross 
profit margin increased slightly—27.13 percent 
for 1951 as compared with 26.88 percent for 
1950. 


Operating expenses, however, more than offset 
the increase in profits. They climbed to 22.63 
percent of net sales in 1951 from 21.38 percent 
in 1950. 


As a direct result the net average operating 
profit before taxes was only $17,331, or 4.5 
percent, as compared with an average 1950 net 
of $21,249, or 5.5 percent. 


Salaries showed some increase during the year 
but the biggest jump was in delivery expense. 
The 1951 average yard had delivery costs of 
$13,164 as compared to $10,735 in 1950. The 
percentages were 3.4 percent and 2.78 percent. 

The inventory rate of turnover for 1951 was 
slower in all classifications, the average turnover 
rate dropping from 5.22 times in 1950 to 4.40 
times last year. 


The best profit margins were scored by yards 
in towns of less than 10,000, their 1951 net being 
equal on the average to 4.97 percent of sales. 
The poorest earnings were for yards in the 
20,000-40,000 population class where net prolits 
averaged 2.86 percent of sales. Yards in cities 
with more than 40,000 population netted 4.45 
percent of sales. 

Not all dealers made a profit in 1951. Among 
dealers selling less than $175,000 worth of prod- 
ucts, 12.5 percent operated at a loss. Those 
selling $175,000-$270,000 had 23.8 percent who 
lost money. None of the larger dealers— 
$270,000—or more reported losses. 

Summing up the survey indicated that the 
Tennessee yard most likely to have satisfactory 
earnings was a partnership doing less tian 
$175,000 worth of business and located in a 
town of less than 10,000 population. 
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... Step up earnings 
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1 Bildrite Sheathing-—First in builder acceptance 2 Insulite Shingle-Backer—Cuts costs for ctistomers. 
because it’s easy to cut, easy to fit, cuts application time 25% Reduces application time by half. Produces deep, even 
or more, has extra strength and insulation value. Reduces shadow-line. Eliminates waste. Saves money for you because 
your costs because it's easy to handle, stacks neatly, requires it's so much easier to handle and stack than wood under- 
far less space than wood sheathing. Can be stored anywhere course shingles. Requires about 40% less space. Completely 
in any weather because it’s completely weatherproofed! weatherproofed—store anywhere. 
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Get your share of the expanding Shingle-Backer, Bildrite 

ards Sheathing market. Your Insulite representative (like Blaine Evans 

eing with Ed Roethele, at right) will gladly work with you in developing 

ales. this profitable business. Contact him now, or write Insulite, 
the : Minneapolis 2, Minnesota, for further information. 
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INSULITE DIVISION, Minnesota and Ontario Paper Company, Minneapolis 2, Minnesota 
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HOW LARGE DISPLAY WINDOWS are put to good use is shown here by the 
Nuzum Yards in Viroqua. Modern store front is big and inviting, brings in 
business. Insulation display is special fall feature. 


ail 


is -. 
Ba eee att 
Re wt Vie 








Photos courtesy Western Mineral Products Company 


NUZUM EMPLOYES HELP A YOUNG LADY with her building problems. Since 
replacing that old lumber-yard look with a new modern, pine-panelled interior, 
Nuzum employes are waiting on more women customers than ever before. 


You Can’t Do It All Yourself 


A Wisconsin dealer tells why profitable opera- 
tion of a small-town business is not just a one-man job. 


By ELLIS WEST 
Manager, Nuzum Lumber Co., Viroqua, Wis. 


I manage a yard in a pros- 
perous little city of about 4,000. 
Farming in this area is diversi- 
fied, which is one reason why 
it’s such a stable community, 
and why there is always plenty 
of business for a lumber yard. 
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One day last fall a farmer 
walked in to pay his bill. A bag 
of insulation, lying open on dis- 
play, caught his eye. He ran his 
fingers through it and began 
asking questions of Gordon, one 
of our yard salesmen. “Do you 
think I could put this stuff in 
myself?” he asked. 





Gordon assured him tha! it 
wasn’t as hard as it looked, told 
him how much he would need, 
and before long the farmer was 
sold on an attic insulation job. 

This little incident illustrates 
three things. It shows the im- 
portance of (1) point-of-sale 
displays; (2) knowing the how- 
to-do-it of every product you 
sell; and (3) being able to dele- 
gate responsibility to other 
members of your organization. 

Lumber dealers everywhere 
are finding that advertising and 
displays are among the best 
ways to bring customers into 
their yards. But they still are 
not using displays enough—not 
nearly as much as department 
stores and other retailers. 

We recognize the importance 
of window displays and even 
schedule ours a year ahead. 
Early last fall we featured 
millwork in one window and 
ventilating equipment in an- 
other. Later we had a brick-and- 
tile display featuring milk 
houses and other small units, 
with a roofing display in a 
second window. With winter 
around the corner we had glass, 
putty, and other equipment for 
storm window repairs. At the 
same time, our second window 
ran an insulation display which 
was tied in with a national cam- 
paign put on by a prominent 
insulation manufacturer. 

In all these displays we tried 
to tell the prospective customer 
a complete and eye-catching 
story. That we were pretty suc- 
cessful is indicated by the way 
our sales jumped. 

Even though advertising and 
display efforts bring customers 
into our yard, we still have the 
job of selling them. This is 
where the how-to-do-it of a 
product comes in—knowing its 
limitations as well as its good 
points. 

In our yard every employe 
who waits on customers must 
take the time to learn all he can 
about our merchandise. I give 
them something to study every 
week, trying to emphasize those 
products which are on disp!ay 
at the time. This puts the men 
on their toes and enables them 
to follow through every job to 
completion, whether it’s install- 
ing a cupboard or building a 
house. 

We further educate ourselves 
by holding meetings at least 
four times a year with man- 
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Easy-to-follow pattern-making instructions 


increase your sales of 
PLATE GLASS FURNITURE TOPS 








It’s 
easy to order a 
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@ Here’s an instruction sheet for making patterns for glass furniture 
tops which is simplicity itself. It will help you get a lot of furniture top 
business. 


It is easy to sell glass tops by furnishing the store customers with 
an instruction sheet and a sheet of ordinary wrapping paper cut large 
enough to serve as a pattern. Inquiries received by telephone can be 
handled promptly, without waiting for the salesman to call, by mailing 
an instruction sheet to the prospect. Also, the instruction sheet can be 
folded and inserted in a No. 10 envelope as an envelope stuffer. You 
send us these specifications and we cut and finish the piece accordingly. 











Why not utilize this business-producing instruction sheet to increase 
your sales of Plate Glass furniture tops? For complete details on how 
to get copies, write to your local Pittsburgh Plate Glass Company 
branch (on the west coast, the nearest W. P. Fuller & Co. branch). 
Pittsburgh Plate Glass Company, 2233-2 Grant Building, Pittsburgh 


19, Pennsylvania. 





This Pittsburgh Label, supported by the biggest advertising campaign 
in the glass business, is recognized by your customers as the mark of 
quality Plate Glass. Make sure it’s on the products you handle. 


PAINTS - GLASS + CHEMICALS - BRUSHES - PLASTICS 


PITTSBURGH PLATE GLASS COMPANY 
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agers and employes of other 
Nuzum yards. We usually have 
one or two experts, often rep- 
resentatives of manufacturers, 
to give us technical pointers, 
and afterwards we serve lunch. 
The yard managers usually can 
be found exchanging merchan- 
dising ideas. 

We find that our educational 
efforts pay off. For one thing, 
our employes aren’t likely to be 
caught short when a customer 
confronts them with a tech- 
nical question. There’s very 
little of that stock answer you 
hear so often in many places of 


business, “Just a minute, I’ll 
ask the boss—he knows.” 

This brings us to the third 
point emphasized earlier—dele- 
gation of responsibility. You 
can’t do the whole job yourself. 
Teamwork is the only answer. 
To have a really up-to-date 
yard you have to give men re- 
sponsibility—and let them han- 
dle it with as little interference 
as possible. 

I put Gordon, for example, in 
complete charge of displays. 
Except for conferences with 
him on overall policy, I leave 
displays entirely in his hands. 








TWX 461 








: Shipments of , 
> Top Quality : 
* Southern PINE 


P.0. BOX 86 


Serving you from three modern mills at 
Springhill, La.—Calion, Ark.—Urbana, Ark. 
Cutting more than 40,000,000 feet annually. 


- and HARDWOOD . 
a Lumber ‘ 









URBANA, ARK. 


PHONE 
L.D. 16 
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MANAGER OF NUZUM YARDS is 
Ellis West, who says, “Running a lum- 
ber business is like being captain of 
a football team.” 


It’s sometimes difficult not to 
meddle, but its most important 
to good management. 

A word about our market— 
and our competition. We ac- 
tually concentrate on farm 
construction. It’s a much bigger 
market than the city, we find; 
in fact we figure every farmer 
is worth from $300 to $5,000 a 
year. Of this he spends about 
$300 to $400 on maintenance 
alone. 

Our competition is not so 
much the lumber dealer, but the 
radio and appliance dealer, the 
automobile showroom and the 
hardware store. So naturally 
we have to work hard on pro- 
motion to get people to come 
into our store. We want to be 
sure we get our share of Viro- 
qua’s dollars too. 

Here’s what I tell my men 
about promotion and _ selling. 
First, it takes advertising to 
create a desire, a need. Once the 
customer has a specific item in 
mind he is likely to pay you a 
visit. He wants to know some- 
thing about this item, and it’s 
your job to tell him—how much 
is needed for his special job, the 
cost, and, what is very impor- 
tant, the product’s limitations. 
Don’t falsify anything and 
don’t high-pressure him into 
buying something he may be 
dissatisfied with. If the product 
isn’t good enough to sell itself, 
you can’t sell it. Show iim 
what he needs, how he can use 
it—and then let him talk him- 
self into the sale. 

If it’s a home or farm build- 

(continued on page 142) 
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There are no “ifs” or “ands” about selling 
Griffin products. You can recommend them with complete ‘ 
confidence. The Griffin line of fine builders’ hardware has been 
known for over 50 years as a “quality” line. The finest steel, 
carefully rolled, finished by expert craftsmen makes Griffin 


a fast moving line—more sales—more profit for you. 
Sell with complete confidence. Sell the Best . . . Sell Griffin. 
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os ; “WILBUR H. DAVIS. _ "CHARLES L. LEWIS > R. F. BEVERS H. C. GLOVER 
$ | 3 R ve THE Ww ORLD! 1639 W. Fargo Avenue 1355 Market Street 4524 East 60th Street 2611 Garrison Blvd. 
AY Chicago 26, Illinois San Francisco 3, Calif. ' Seattle, Washington Baltimore 16, Maryland 
GEORGE A. GREGG WALTERS. JOHNSON &SONS - L. G. FULLER, JR. ROY L. ROGERS 
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ADDED BUSINESS resulted from the acquisition of mechanical equipment. 
Looking over the books are Roy H. Phillips, vice-president; Mrs. Marie L. 
Markley, secretary-treasurer, and L. R. Folda, president. 


Lifts “‘Lift’’ Sales by 257% 


That’s the story in San Diego yard, where 
most everything is moved mechanically with one 1-ton 


and one 2-ton lift. 


W. J. Bailey Co. mechanized 
its material handling in its San 
Diego, Calif., yard two years 
ago. 

“We bought a one-ton fork 
lift,” said L. R. Folda, presi- 
dent and general manager, “and 
this one piece of equipment, 
plus about 600 pallets, enabled 
us to do an additional quarter- 
million dollars of business in 
1951 with just the addition of 
two men! 

“Our investment in the fork 
lift was about $3,000 and the 
pallets (at $2.50 each) $1,500,” 
Mr. Folda added. “The results 
of mechanized operation proved 
itself so convincing that we 
added a two-ton fork lift the 
first of this year.” 

The firm’s gross sales exceed- 
ed $1,000,000 in 1951. Mech- 
anization not only enabled the 
firm to increase its business 
about 25% last year, but it also 
made it possible for the com- 
pany to do this volume in a 
relatively compact area. 

For the combination of pal- 
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lets and fork lift gives the firm 
about two-thirds more vertical 
space in the warehouse. In the 
old hand-truck era, Bailey em- 
ployes were able to stack plas- 
ter eight sacks high, and cement 
to a height of nine sacks. Now 
they stack the same materials 
four pallets, or 20 sacks high! 
The firm has an average of 10 
to 12 thousand sacks of lime, 
cement and plaster on hand. 

There’s another reason why 
the firm is extremely pleased 
with its mechanized operation. 
Since it handles an average of 
35 freight cars of material a 
month, and about eight 20-ton 
truckloads, mechanization is 
saving the yard crew all the 
back-breaking labor that went 
into the operation under the 
old hand truck and manual sys- 
tem. 

“As a result of mechaniza- 
tion, we have a happier yard 
crew,” Mr. Phillips said. “The 
men appreciate the better work- 
ing conditions, and get more 
work done. These days, espe- 
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CEMENT IS STACKED 20 sacks high, 
five sacks to each pallet, compared 
with a nine-sack height in the hand. 
truck era. 


cially, it’s important to have a 
happy working staff.” 

Here are examples of the 
speedier operation with aid 
of mechanized equipment com- 
pared to the old method: 

It used to take four to six 
men about two and a half hours 
to “pinch” off a load of re- 
enforcing steel. With the new 
two-ton fork lift, one man and 
a helper can do the job on the 
two-ton bundles in 30 to 40 
minutes. 

The same is true with con- 
crete reenforcing mesh and 
such heavy items as nails. In- 
stead of struggling with the 
heavy mesh by hand or hand 
truck, a man now rolls the wire 
onto the forks and wheels it 
to the truck in a jiffy. 

Even with the one-ton fork 
lift, a man can unload a car of 
1,500 bundles in 15 or 20 min- 
utes, wheeling out two stacks 
at a time. 

“When we get in a car of lath, 
we first load our trucks right 
from the car,” said Pete Gru- 
well, yard foreman. “If the 
railroad company wants its car, 
we wait till about 15 minutes 
before quitting time and then 
empty it.” 

It used to take four men three 
and a half hours to unload a 
truckload of brick (3,000 to 
4,000) carrying about six bricks 
at a time. Now the brick manu- 
facturer sends down a paliet- 
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BRICK ARRIVES in palletized loads at San Diego yard. 
minutes with the 


One man unloads the truck in 20-25 


wit the one-ton lift. 


ized load, 500 bricks to a load. 
With the two-ton lift, one man 
unioads the truck in 20 to 25 
minutes! 

“Under the present scale, an 
average man in our yard gets 
$4,900 to $5,000 salary a year,” 
Mr. Phillips said. “An invest- 
ment of $3,000 to $4,000 in one 
fork lift certainly more than 
Pays for itself in the first year, 
anc we’ve still got the lift.” 

_ The firm employs four men 
In the yard, and an equal 
number on its four trucks. Oc- 
casionally, one of the yard men 
uses a fifth truck, a pick-up, to 
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ONE CAR OF PLASTER can be unloaded in 15 minutes 


the same job. 





two-ton lift. It used to take four men 3% hours to do 





HEAVY AND CUMBERSOME ITEMS like reenforcing 


steel are easily handled with the lift. 


make a hurry-up delivery. 

To accommodate its buildings 
to the new mechanized opera- 
tion, the firm made two major 
changes. Last year it tore down 
an obsolete corrugated tin shed 
which had small doors, and re- 
placed it with a new open struc- 
ture. The new shed is 140 feet 
long, 24 feet deep. The open 
front is supported every 20 feet 
by a steel post. 

In this shed the firm stocks 
its palletized flue lining, some 
sack goods and its wire and 
steel materials. 

By building a strong cement 


ramp from the yard to its ware- 
house, it is now possible to 
wheel the fork lifts right into 
the warehouse. 

Practically all of its sack 
goods, as well as the rest of 
its stock is palletized. Such 
items as lath or bundles of steel 
need only be stocked on two-by- 
four separators to be accessible 
to fork lift operation. 

In the light of its experience 
during the last two years, W. J. 
Bailey Co. would no more con- 
sider operation without mech- 
anized equipment than without 
trucks. 
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Effortless Operation 


Gracefully designed, easy- 
moving Roto or Lever type 
operators and locking 
handles, as specified. Exten- 
sion type hinge for ease in 
cleaning. 


Weathertight Seal 


Double contact construction 
gives snug fit. Positive cam 
action locking handle in- 
sures weathertight seal 
around perimeter of the 
ventilator. 


Lasting Service 


Solid steel sections; all 
corners electrically welded; 
cleaned and prime painted. 
A permanent installation. 


Write us for full information, also 
facts about Vento steel basement, 
utility and barn windows, Vento 
steel lintels for cost-saving block 
construction. 


VENTQ Steel Products 


249 COLORADO AVE. * BUFFALO 15,N. Y. 











TRUCKS ARE often loaned to church 
and charity organizations for com- 
munity events. 


Small City 
Dealer Active 
In Civic Role 


Texan recognized in 
NRLDA public relations 
contest. 


The Temple Lumber Company, 
Kerrville, Tex., believes it pays 
to participate in civic activities. 
Tangible evidence of its success 
was shown recently when the 
firm was picked as one of the 
10 national winners in the 1952 
Public Relations Contest spon- 
sored by the National Retail 
Lumber Dealers Association. 

Why was Temple selected 
from among some 130-odd en- 
tries? Primarily because the 
company is active in community 
projects. They loan their trucks 
to church and civic groups; su- 
pervised a winning Christmas 
decoration scene at one of the 
local churches; endorsed local 
charity drives; and also spon- 
sored the winner of a bathing 
beauty contest to pick Miss 
Kerrville. 

Besides the company’s inter- 
est in civic activities, Rex Mc- 
Elroy, manager of Temple Lum- 
ber, and his wife, Faye, are ac- 
tive in teaching Sunday School 
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MISS Temple Lumber Co. was picked 
as Miss Kerrville and sponsored by 
the Kerrville Jaycees to represent 
her city in the Miss Texas contest. 


classes at their church. They 
have been doing this for a num- 
ber of years and the young men 
and women they have taught are 
living all over the world. Faye 
now has a list of 47 that she 
corresponds with regularly. ‘Che 
McElroy’s recently completed a 
club room for their pupils )e- 
hind the garage of their new 
home. 
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NWARROW 


EW...WINS INSTANT APPROVAL 


e-formed for Corners... lies flat, too... while Keymesh- 
RROW is purposely supplied pre-formed for corners, it still lies 
tin the roll and when applied on flat surfaces. It forms easily for 


ners by merely flexing the cut piece... Holds its shape or can be 


‘shaped if desired. Its narrow width and low cost permit a fast, 
onomical reinforcing job on any location where interior plaster 
used... That’s why plasterers, lathers, builders, contractors and 


ners want Keymesh-NARROW! 


D YOU CAN MAKE MONEY WITH IT... BECAUSE YOUR CUSTOMERS WANT IT! 


FEHANDLING ... IMPROVES BOND 
AND REINFORCEMENT 


ymesh-NARROW will not injure 
> hands, because the smooth sel- 
ge edges eliminate this hazard. It’s 
lvanized against rust, too. And, the 
ben mesh permits the brown coat 
flow through and around the mesh 
ing a generous bond of plaster to 
ck lath, insulation lath, etc., im- 
dding the steel wires... thus mak- 
§ 4 strong, reinforced section 
ere needed... with an even base 


the second coat...and a firm, 
hooth finish! 


EYSTONE STEEL AND WIRE COMPANY 







MESH oe KEYMESH-NARROW 


KEYSTONE NON-CLIMBABLE FENCE 








SIZED RIGHT... FOR EVERY PLASTER 
REINFORCING JOB 


Keymesh-NARROW is manufactured 
in 150 foot rolls in several widths. 
For corners and joints it is made in 
4", 5" and 6” widths, 1” mesh, 18 
gauge...414" and 6” widths, 17 
gauge. For joints, also in 6” by 1” 
mesh, 20 gauge. For reinforcing 
above large windows and openings, 
12” with 1” mesh, 20 gauge is recom- 
mended. Keymesh is also available 
in 3 and 4 foot widths for easy over- 
all lathing reinforcement practice. 


Building Materials Division Peoria 7, Illinois 


TIE WIRE e WELDED FABRIC 


e KEYSTONE ORNAMENTAL FENCE - 








KEYMESH 
REINFORCING 


WRITE FOR PRICES AND 


OTHER INFORMATION ON 














MEMBERS OF THE PANEL must previously have registered at the Crabtree 
Lumber Co. showroom. 


TV Kitchen Promotion 


Audience-participation show helps ring up 
sales for Crabtree Lumber Co., Jacksonville, Fla. 


Quick to grasp the pleasure 
that a modern kitchen really 
gives the American home 
maker, Crabtree Lumber Com- 
pany, Jacksonville, Fla., has 
used many promotion plans to 
glamorize the kitchen. 

Leading all previous local 
sales efforts of this kind is the 


- ‘ 
7 Y Z 
y 4 
4 ll by 
4 og x» 





popular 15-minute Cinderella 
week-end television program, 
over WMBR-TYV, Jacksonville. 
Major appliances are featured 
in the commercials, but Crab- 
tree’s fine building material 
and hardware lines also get a 
play. The panel, featuring two 
men and two women each week, 





MODERN SHOWROOM includes a “live” kitchen, where appliances can be 
demonstrated before women’s organizations. 
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TYPICAL AUDIENCE appears in a 
happy mood for the weekly show. 





RAYMOND O. CRABTREE, owner- 
manager. 


is secured by drawing numbers 
from a group of registrants 
who sign up each week. 

This canny “bringing them 
in to buy” requirement enables 
floor salesmen to familiarize 
each contestant with appliance 
equipment. Each weekly win- 
ner participates in a monthly 
play-off, and the winner of that 
contest is awarded an all-ex- 
pense trip to New York. 

Nobody loses, because prizes 
are given each panel member, 
each week. Prizes are furnished 
either by the New York owner 
of the Cinderella program, or 
by local merchants who get a 
brief plug when prize an- 
nouncements are made. 

Audience participation is 
evidenced through applause 
and audience camera _ shots. 
Hectic briefing of the 50 peo le 
in the studio starts 15 minu‘es 
before each week’s perform- 
ance. There is considerable «x- 
citement in the studio as the 8 
p. m. “on the air” time nea’. 

(continued on page 142) 
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Pislilors of your Aofel- 
Sargent integralocks...with the exclusive SENTRY BOLT 


ENTRY BOLT of an Integralock before 


When you throw the S 
getting that positive protection 


You can’t beat this team for your safety 

retiring, you know you are 
... the “law” on its rounds that brings restful sleep. 
...and the Sargent Integralock on your front door all the time. 


As smart-looking as @ sergeant on parade... that’s how an 
Integralock looks every day of the year! (See it in its Look for this 3-in-1 Sargent Plier 
conventional brass and its extra-smart aluminum finishes!) ot your ctl oats dout 
Built right into an Integralock is @ watchful guard that R P 
: ’ - Buy a plier that’s three tools in one 
recognizes no password from an intruder. It’s the exclusive a Plier, a Wrench and a Wire 
t SENTRY. BOLT .. . especially designed in a hori- Gutter. It’s the famous Sargent 
position to give it extra strength. 102 Plier. Look for it on display on 
the counters of your local Hard- 
..a quarter turn of the key releases ware Dealer. The Sargent 102 
Plier grips like a vise - - - and you'll 
be pleased with the price! 


Sargen’ 
zontal 





It’s easily operated . 
both the latch and the bolt. 
ks intruders in this important way, too. 

knob breaks when subjected to extreme SARGENT AND COMPANY, New Y 
.. but you can 


orke NEW HAVEN, CONN. + Chicogo 
* a 
‘_’ 







The Integralock bal 
The shear pin in the 
torsion. The knob then spins harmlessly - 
still operate it with your key. 


t thing. When you are inside and the 


Another importan 
SENTRY BOLT has been thrown into position, you can check a 
this positive security by merely trying the knob. ~The Leteat tn Locks tures. Ask them yourself! 
x 
* 








Sargent consumer ising ji 
advertising is leadin 
‘ cus . 
... Tight up to where you stand! siateaeaaiiainadiuaateaans 


For SARGENT Locks! 


| ‘ , ‘ : p uced here. It ill O 


Yes, sir, Sar isi 
icing sa "4500" I support is setting the pace, just as Sargent 
ine locks are settin ' ; 
g the pace in beaut 
y; 


, " 


Feature S 
Q day Locks, Door Closers, and Tools! Write your suppli 
G \RDEN: f reprints of the Sargent September BETTER H ee 
s full page, eolor ad. Dept. 3H R OMES & 
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SARGENT 
CONSUMER 
ADVERTISING 








TO BIGGER SALES 
FOR YOU! 


bau! 


This significant little figure rep- 
resents one of the outstanding 
lock developments of all time. It’s 
the new Sargent SENTRY BOLT 
especially designedina hastened 
position for greater strength. It 
stands for better vetedins. 

better lock profits for you. i 


Capitalize on the SENTRY BOLT! 














Builders Hardware and Fine Tools since 1864 
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FRONT VIEW of scale model house built by John Shearron, left, and admired 


by his father G. F. Shearron, right. 


———— - Le pong > 9g 





The House that John Built 


G. F. Shearron, partner in 
the firm of Bell Bros. & Com- 
pany, lumber and _ builders 


supply dealers, Murfreesboro, 
Tenn., is mighty proud of his 
son, John. John recently com- 
pleted a model house built to 
scale from a complete set of 
plans he drew. Majoring in 
industrial arts at Middle Ten- 


nessee State College, Murfrees- 
boro, where he is a senior, John 
has been a summertime employe 
of his father’s firm for the past 
four years. 

The model house, mounted 
on a piece of plywood four by 
six feet, has walls and roof 
constructed of plywood and 
hardboard. The exterior walls 






were coated with a heavy medi- 
um gray paste paint and stip- 
pled. All installations and mil!- 
work are built to scale and 
trimmed. 

The shingles on the roof were 
applied with a fast setting glue 
and then sprayed with clear 
lacquer. Sand was sprinkled 
on top to give a composition 
roofing effect and _ sprayed 
with a blue black paint. The 
roof can be removed so interior 
of house can be seen. 

A representative of one of the 
large paint companies supplied 
the color scheme for the interior 
and also supplied the paints. 
Rugs made from colored flock 
(finely ground wool fiber) were 
sprayed on the floors. Each 
room has different colored 
walls and rugs. Kitchen and 
bathroom floors were covered 
with plastic sheeting. 

The yard is built up with 
moulding plaster and sprayed 
with green flock to look like 
grass.. It was landscaped with 
artificial shrubbery, and walks 
and driveways were made of 
concrete and sand respectively. 
Everything was made to scale 
right down to the automobile 
in the garage. 























Now matches flush birch ||’ 
swing doors—and look 
at the space you save < 
...6to 9 square feet of 
floor space. 






Everything complete in one carton. 
All hardware snaps easily into 





320 DIETZ ROAD ? 
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position. Easy-to-follow instruc- » & 
tions enclosed. Available for 3 ft., , 
4 ft., 5 ft., and 6 ft. openings — two pe 


by-passing panels for each size. 
AMWELD BUILDING PRODUCTS DIVISION 


THE AMERICAN WELDING & MFG. CO. 
WARREN, OHIO 


rirnst AGAIN AMWELD® ste 


KNOCKED - DOWN SLIDING CLOSET DOOR UNIT 


NOW AVAILABLE IN_ 


"BRC FINISH 


4 ¥ 
gi 
’ | 


NEW 
NEW each panel. 


— 












PLUS these new features 
NEW all hardware simply snaps in place. 
two large non-tarnishing plastic door pulls snap in 


NEW lifetime nylon rollers provide easy, silent operation. 


NEW self-adjusting spring held nylon guide-keepers assure 
ease of operation and prevent sway and derailing. 


(Patent Applied For) 


The original AMWELD Knocked-Down Steel Sliding 
Closet Door Units score again with door panels 
finished in baked enamel birch grain. No other 
finishing required. Baked enamel is enduring and so 
easy to clean and keep clean. 


SEND YOUR ORDER TODAY TO INSURE PROMPT SHIPMENT 











AMWELD Steel Sliding Closet Door Units are 
still available with grey baked on prime coat. 
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*:|You'll sell more NEW Gold Bond Gypsum Board 
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WATCH THIS! We smash a panel of new Gold Bond Hard- 
Kdge Gypsum Wallboard against a panel of ordinary 
xypsum wallboard . . . closed edge smashed against closed 
edge. Here’s proof of the biggest wallboard improvement 
in 10 years—this Gold Bond improvement means faster 


construction, lower costs for your customers. Here’s why.-> 


GOLD BOND HARD-EDGE WALLBOARD is merely dented! The edge 
of ordinary Wallboard crumbles and shatters. It’s just 
the kind of accident that happens on the job . . . makes it 
necessary to “baby” wallboard, wastes construction time, 
and costs money when damaged boards have to be replaced. 
Gold Bond Hard-Edge Wallboard saves all this! 





Supply your customers with toughest edges ever made! 


You'll build or 
remodel better with 


Boost your builder business with Gold Bond Hard-Edge Wall- 
board. Needs no “babying” on the job...or in your warehouse! 





Speeds construction...sharply reduces replacement costs. Panels 
can be safely nailed near the edges without splitting. And this 
great new improvement hasn’t increased weight. 


Gold Bond 


lhe new Hard-Edge— many times stronger than ordinary wall- 
iboard edge— is now standard on all Gold Bond Gypsum boards 


at NO EXTRA COST! Order today! 





BUFFALO 2, NEW YORK 


Sheathing . . . Gypsum 
. ~ Metal Lath and Sound Control Products 


INATIONAL GYPSUM COMPANY 


B Fireproof Wallboards . . . Decorative Insulation Boards . . . Lath . . Plaster . . . Lime 


§ Roof Decks . Wall Paint Textures Rock Wool Insulation 
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OVERALL DIMENSIONS of Unishelter are width, 30’-3”, 
Largest unit (living-dining) is box car size. 
Stressed, laminated plywood construction is waterproof, 


length, 40’-2”. 











| living 

i| 

liv s F1C'" =u 
din : 9-10" x 13°-6” 
kit s 6. 3” x 10-6” 


bath : 5’-10"%x 6/-6” 
bed 1: 9/-10” x 12’-3” 
bed 2: 97-10” x 13’-4” 


New Plywood House For Defense 





bedroom 1 


Storage 


bedroom 2 





with plastic coating on both sides. Patio area (above left) 
is covered with light green, translucent plastic. Interior 
can be tastefully decorated, has feeling of spaciousness. 


$8,000 stressed skin, plastic-faced plywood house gets Chicago pre- 
view. It’s the latest answer to government’s need for mobile but trailerless housing. 


The Unishelter is one of seven 
types of permanent, mobile- 
demountable housing selected 
by the Federal Housing and 
Home Finance Agency for test- 
ing from designs and data sub- 
mitted by 36 housing manufac- 
turers early this year. Accord- 
ing to HHFA Administrator 
Raymond M. Foley, the Federal 
agency sought to learn the 
latest and best ideas, systems 
and designs the housing indus- 
try had to offer in the way of 
permanent-type, movable hous- 
ing to answer the need for a 
happy medium between the 
shortcomings of trailer-camp 
living and the inflexibility that 
conventional permanent fixed- 
to-site housing has presented in 
the past to defense production. 

Described by Pressed Steel 
Car Co. architects and engi- 
neers as a spacious, comfort- 
able and livable family resi- 
dence, the five-room and bath 
Unishelter is built entirely of 
sheets of laminated stressed- 
skin plywood laid grain-against- 


100 


grain and fused together to 
form three insulated, weather 
proof, one-piece structural 
units, plastic-faced both inside 
and out. Each Unishelter unit’s 
roof, walls and floor are liter- 
ally molded together with spe- 
cially formulated plastics un- 
der tons of pressure and 50,000 
watts of radio frequency heat. 


The Unicel construction em- 
bodied in Unishelter, tests 
show, makes the dwelling easier 
and more economical to: heat 
because of its superior fully in- 
sulated characteristics. It also 
keeps the house cooler in 
summer. 

The Unishelter is delivered 
from the factory to the site with 
everything in place; kitchen 
and bath plumbing and power 
facilities are easily connected 
to master pipes and lines at the 
site. 


Preview guests saw the work- 
men put a two-bedroom model 
Unishelter through its paces. 


Within a three-hour period, the 
house was taken up from the 
end of the production line in- 
side the plant onto a trailer to 
be carted to a cleared and land- 
scaped site on the plant 
grounds a mile away. Specta- 
tors noted that the ordinarily 
highly-involved and costly 
house-moving process was easy 
with Unishelter. Every phase 
of the moving was carried out 
simply using standard trucking 
equipment. 

Pressed Steel Car officials 
estimate that the Unisheliers 
can be supplied in project quan- 
tities for under $8,000. ‘he 
size of the units (up to 40 
long), PSC engineers say, en- 
ables them to be moved eco- 
nomically with standard road 
clearances over great distaices 
and to any and all climates 
practically anywhere in the 
world. Moving a Unishelter 100 
miles and making it ready for 
occupancy at the new site can 
be accomplished in less tian 
200 man-hours. 
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l = Filling a customer's order for Trinity white cement at W. J. Bailey Co., San Diego, California 








cials 


“s # 
a THIS IS ABOUT all there is to our story: We make e ‘ 
= a very excellent white cement... we tell and 
en- re-tell the white cement users about it... we 
ecod- amor 


saad supply the dealers . . . the dealers supply the users 

! = ... the jobs turn out beautifully ... and everyone up 

c Les e . 
the and down the line is happy. If we are not now pie! ne Yas? ans 

: 2 serving you—may we? ie wait vyy~ 
‘ -..plain or waterproofed 
an 





—_ LA Product of GENERAL PORTLAND CEMENT CO. - Chicago - Dallas - Chattanooga - Tampa - Los Angeles 
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Have a Purpose 


Regular Employe Meetings 


They help every man in the organization to 
help himself and his company. Mountain States survey 
shows more dealers should hold such sessions. 


Good employer-employe rela- 
tions can improve every dealer’s 
business. Many dealers have 
found this so true, that they 
hold regular meetings with their 
employes for the exchange of 
ideas and suggestions. 

However, a survey conducted 
by the Mountain States Lumber 
Dealers Association revealed 
that the practice of holding these 
meetings is not as common as it 
should be. 

Below are the answers to a 
questionnaire returned by deal- 
ers who are holding employe 
meetings: 

1. How often do you have 

these meetings? 

Answer: Majority hold them 
semi-monthly or monthly. A 
few hold them weekly. 

2. Do you conduct separate 


meetings for different 
classes of employes? 
Answer: Majority said, “No.” 
3. When are these meetings 
held? 
Answer: Most all are held 
after working hours. 
4. Where are these meetings 


held? 
Answer: Almost all at the 
yard. 
5. Is the owner or manager 
present? 


Answer: They are present in 
90% of the cases. 

6. Is much use made of whole- 
saler’s and distributor’s 
facilities for product and 
sales education? 

Answer: Two-thirds say 

“Yes” and one-third say “No.” 

7. Do the meetings follow a 

definite plan or progress 





GOLDBLATT 


Mason Tools 


Give You... 





by themselves? 

Answer: Three-fourths say a 
definite plan. 

8. Do you have a suggestion 
system or box for deposit- 
ing suggestions? 

Answer: Only one-fourth use 

it. 

Comments accompanying the 
returned questionnaires showed 
that many dealers use films to 
illustrate discussions at these 
meetings and sometimes ask dis- 
tributors to speak. One dealer 
uses these meetings to explain 
new lines added to sales and 
their value. Another dealer 
wrote, “We try and make every 
employe a part in our over-all 
planning and they share in a 
small way in the profits of the 
business.” 

‘‘Failure to hold meetings 
simply means that the employer 
is not getting the fullest possible 
value from employes’ services 
and through no fault of theirs,” 
says Joseph V. Smith, secretary 
of the MSLDA. “Also, and this 
is easy ‘to overlook,” such fail!- 
ure is a disservice to the em- 
ploye, who could advance more 
rapidly if he had the benefits of 
ideas and suggestions made at 
such meetings. 




























Meet us at BOOTH 222 
HARDWARE SHOW 


NATIONAL 








SEND TODAY FOR THE 1952 CATALOG — Write 

==. for your copy of Goldblatt’s illustrated catalog mmm 
describing the most complete line of the finest 
masonry tools and equipment. 
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Goldblatt Tool Co. 


1924 Walnut St. 





ONE SOURCE FOR 
ALL NEEDS — Buy all your 
masonry tools from 
Goldblatt — one order, 
one shipment, one billing. 
Easy, convenient. 
ATTRACTIVE DEALER 
DISCOUNTS — Goldblatt sells 
direct to dealers — is able to 
offer attractive dealer discounts. 


Kansas City 8, Mo. 


FIRST CHOICE OF THE TRADE FOR 65 YEARS 
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Larger Sales! 


WATERLOX 
PRODUCTS 


Greater Profits! 











WATERLOX 
TRANSPARENT 


A tung oil product which seals out moisture 
while producing a natural Finish on all woods 
which is as beautiful as it is durable! 














WATERLOX 
SATIN FINISH 


A natural wood Finish with a wax-like luster, 





and satiny appearance. Its tung oil base adds 
toughness and ability to seal out moisture. 











WATERLOX 


Cement Floor Stain 





Water Repellent 











- WATERLOX 


DIVISION OF 


‘The Empire Varnish Co. 
2636 E. 76th St, Cleveland 4, Ohio 
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Sales 
Increase 








with 


CHICKASAW 


BRAND 


OAK FLOORING 


* Chickasaw Oak Flooring means 
long lasting service 

* Prefinished to save you time and 
labor—arrives ready to lay 

* Standard Strip—Early American Plank— 
Easy-to-use Block 


MIXED CARLOADS: Mixed Cars of Oak Floor- 
ing, Oak Sills, Treads, Risers, Nosings, Thresholds, 
Oak Trim and FAS Oak Lumber furnished in vari- 
ous thicknesses. Also Plank Flooring, Plain or 
Quartered, Finished or Unfinished. 


MEMBER NATIONAL OAK FLOORING 
MANUFACTURERS ASSOCIATION NOFMA 





SINCE 1905 < 


Memphis Hardwood Flooring Co. 


1591 THOMAS * MEMPHIS, TENN. 
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TWO-SIDED IDEA BULLETIN BOARD in Ketchum dis- 
play room offers dozens of remodeling hints. 


Contest Pulls 275 
Entries in Seven Days 


Salt Lake City dealer uses 
radio, newspapers, bus 
signs and store displays to 
secure remodeling pros- 
pects. 









__ Need EXTRA hip? ee oe 


When Robert Van Buskirk, 
advertising manager of Ket- 
chum Builders Supply Com- 
pany, Salt Lake City, Utah, 
sees a good thing he knows what 
to do about it. And Van Bus- 
kirk thought he saw a good 
thing when he heard about the 
consumer remodeling competi- 
tion sponsored by the West 
Coast plywood manufacturers. 

“When we learned about this 
promotion,” Van Buskirk says, 
“we thought it would be a nat- 
ural for digging up ready-to- 
buy remodeling prospects and 
getting them into our yard. We 
decided to tie our own promo- 
tion into the contest and al- 
ready we are confident the re- 
sults justify every nickel we 
have spent.” 

Van Buskirk kicked off with 
an ad in the Salt Lake City 
Tribune. As a follow-up, he 
ran a one-column, two-inch 
newspaper ad and one radio 
spot commercial daily to re- 
mind people of the contest. 

He also used car-cards in 


THIS WAS BEST-PULLING AD used 
to stimulate interest in contest. 


“Fv NEED E-X-T-R-A ROOM? 


sy «GET HELP IN REMODELING 
Ze YOUR HOME 


*: 
gah WIN BIG MONEY 


ENTER THIS EASY “ROOM-FOR-IMPROVEMENT™ CONTEST 


$ 20, 000 Es 





tPVABLE? Ada a t dow SAI oF » 3% Bicid 


ew core * ee ‘ exst we Re” Bae 


wed oes brah combed: HURRY! HURRY! HUBAY! 
= aoe ccna papas: Contest Closes June 30, !°52 


Get Official Rules and Entry Blank and You! 
Free Helpful Folder, “Plan With Plywood” at 


# EVERY INING ain sc uTH 
FOR THE AY 7TH west 
HUMDER PHONE » 4656 


August 11, 1952, AMERICAN LUMBERMAN & 











we 


de 
cor 
pas 
ing 


sm 
ad 


mé 
pa 


Lh 
rij 


dis 


ins 
su 
ne’ 
jec 





al- 
re- 
we 


with 
City 
, he 
inch 
adio 

re- 


; in 
used 


M? 


Bay! 
1552 


¢ west 
1656 








What's YOUR Answer? 


Test your product knowledge as 
well as your knowledge of what other 
dealers are doing by taking this quiz. 

Rate yourself 12 points for each 
correct answer. 100-90%—excellent; 
80-70%, good; 70-60%, fair; 60-50%, 
passing. 


1—Which is a better advertis- 
ing policy—to run two or three 
small ads a week or one large 
ad at intervals? 


2—Shakertown sidewalls are 
manufactured by what com- 
ee 
pany ? 


3—How did the Glen Newton 
Lbr. Co. solve the problem of 
ripping 8-foot plywood panels? 


4— What company offers free 
display samples in introducing 
its line of drawer pulls and 
knobs? 


5-—Jim Gee’s “Delivery-Cator” 
was inspired by what? 


6—Olaf Olmstead takes credit 
for inventing what device to 
hasten the finishing of interior 
brick walls? 


7—What idea helped to in- 
crease power tool and accessory 
sales for the Barr Lumber Co. 
of Denver? 


&8—Give a dealer enough rope 
—aiid he’ll sell it—providing he 
has what kind of a display 
rack ? 

9—Out of the $30 million 
sales of Kentucky retailers, 
What average percentage goes 
for labor and other salaries? 
_10—Want to know more about 
insulation? What reflective in- 
Sulation company is offering a 
soe 56-page booklet on the sub- 
ject? 


Answers on page 142 
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Sell the Spiral 
Screw Driver 


that's enclosed... 
for long life, safety 


boost hand tool department 
profits with this Greenlee 
high-quality tool 


Here’s the Spiral Screw Driver that immediately 
takes the customer’s eye. It’s easy for him 

to see how well he’s protected . . . fingers can’t 
get pinched when working with this fine 
tool. And since it is enclosed it stays dirt and 
grit free for long years of good service. A glance 
at the GreEeNLeE Enclosed Spring Return 
Spiral Screw Driver also tells that it is of high 
quality through and through. All parts are 
made to stand up under hard use. . . inside and 
outside sleeves and nose of stainless steel, 
drive nuts of phosphor bronze, other parts of 
high strength aluminum and steel. Hard- 
Wear handle of attractive, durable green 
plastic. Made in small and medium sizes. . . 
individually packed with three sizes of 

bits in handsome package. Get complete 
details on this sales-maker now. 


GREENLEE 





STOCKED BY LEADING WHOLESALERS 


GREENLEE TOOL CO., 2268 TWELFTH ST., 








ROCKFORD, 





ILLINOIS 
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Unusual profits 


Many hard-working dealers go along for years 
doing a modest amount of business—while others 
with no more to offer make outstanding profits. So 
let’s see what lies behind unusual success—-what can 
help every dealer to increase his volume and profits. 

Like all top-quality dealers, you have probably 
gone to a lot of trouble to make the best buys, to 
stock the best materials. Are doing everything possi- 
ble to see that your products meet your customers’ 
needs. But does your advertising meet their needs? 


Stop and think about your planning and financing 
service for a minute. Every detail has been worked 
out for just one purpose—to sell more materials by 
filling your customers’ greatest needs. Is your adver- 
tising as thoughtful and considerate—a real service 
to your customers? 


It is not how much you spend on advertising that 
counts. It is how you use your advertising that makes 
the difference between moderate turnover and unusual 
profits. 


. . . what prospects want 


Far too many retailers make the mistake of using 
their advertising selfishly ... run ads only when they 
feel like it—give little thought to what interests 
their customers the most—run copy that does not 
tell people what they need and want to know most, 
in order to buy. Advertising is not merely a way to 
promote your products. Properly understood and used, 
advertising is a much-needed customer service which 
makes it as easy as possible for people to buy. 

Where people buy, how much money they spend and 
how often they come back to spend more, depends on 
how well-informed they are! Today millions of people 
are relying more and more on the advertising columns 
of their local newspapers as personal guides to buying. 
For this reason, it is tremendously important for 
every dealer to understand the advertising needs of 
his buying public. 

In order to buy, people need a constant stream of 
information—more and more convincing facts, figures 
and ideas to arouse and increase their desire for your 
products. This is particularly true of building ma- 
terials and services because most people are inex- 
perienced at buying them—regard them as major 
investments—and feel like babes in the woods at the 
mercy of the dealer. 

Consequently their first advertising is for frequent 
information. The dealer who runs two or three small 
ads a week is making it a lot easier for his public 
to buy than the dealer who runs large ads at odd 
intervals whenever he gets the notion. The more 
frequently you run regularly-spaced ads, the more 


by Norm Advertising, Inc., New York, N. Y. 
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people will look for them, rely on them as personal 
guides to buying. 


. . . tremendous need 


If your advertising is to be of real service to the 
public as a buying guide, it must also be as informa- 
tive as possible. This does not mean running long, 
expensive copy. What it does mean is running short, 
telegraphic-style ads—loaded with concrete fiicts, 
figures and suggestions for using your products. Far 
too many dealers waste valuable selling space on 
vague generalities, tell too little. 

Nobody can spend money in your yard unless he 
is sharply conscious of the many ways you can help 
him. Expressions like “We can help you,” ‘Complete 
Service’ and “Expert Service” mean little to your 
readers unless you specify exactly what your service 
includes and how you can help people! Customers are a 
thousand times more interested in ads that offer, “Kx- 
pert plans and financing service—terms as low as 
$6.50 a month—free estimates—plus top-brand ma- 
terials to cut maintenance costs.” 

Nobody can spend a dime in your yard if he is 
convinced your products are way beyond his financial 
reach, The dealer who offers financing service with- 
out advertising it, is withholding valuable and much- 
needed information from his buying public. 

Likewise the dealer who can offer excellent planning 
service—selfishly doesn’t bother to let most of the 
buying public in on it! And likewise the dealer who 
can recommend reliable contractors and repairmen 
of all kinds—doesn’t bother to publicize this service. 
All these things are valuable buying aids the public 
wants and needs to know about you if they are to 
turn more and more to you for help. 


. . . bigger sales-maker 


Many dealers would do well to consider this ques- 
tion: “Why run mere reminder ads that you carry 
XYZ Roofiing when you can run valuable selling ads 
in the same space?” One of the greatest advertising 
aids to the buying public is not only information, but 
the most specific information possible. 

For example, the two things people want to know 
first and foremost today about any product are, “How 
much is it?”, and “Can I safely afford it?” Just ad- 
vertising “terms” or merely reminding people you 
have financing service without giving specific exam- 
ples for the average redecorating or remodeling job, 
is of little value. Because this still leaves your readers 
exactly where they were before. They still have no 
idea what the job might cost—no idea if they can 
afford it out-of-income. 

The more thoughtful and generous you are aout 
including concrete examples of monthly payments, the 
more people will turn to your ads for information and 
follow them regularly. And when people begin using 
your ads as personal guides to buying, there’s no bet- 
ter guarantee of increasing profits! So start now rul- 
ning the kind of ads that make it as easy as possible 
for your prospects to buy—ads that are a real cus- 
tomer service. 
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ROSBORO 
MOULDINGS 


Rosboro manufactures a complete line of 
quality Douglas Fir mouldings, casing, and 
base. Whether your customers want a 
moulding for the floor line, windows, or 
cornice of the house, you'll have it with 
Rosboro as your source of supply because 
they can manufacture mouldings, casing and 
base in any pattern one might need. 


Carefully manufactured to the most exacting 
standards of utility and beauty, they are 
made of Rosboro’s famed old growth 
McKenzie River Yellow Douglas Fir. 


Rosboro moulding, casing, and base are in- 
cluded in mixed car shipments or | straight 
carload lots. 


For complete satisfaction on your moulding needs, 
order from Rosboro — the single source of supply. 


ROSBORO 


Lumber Company 
Springfield, Oregon 








No job’s too big 
No job’s too small 


We’re the labor-saving Hardboard Twins 


Yes, we’re Stan and Temp, the Weldwood Hardboard twins... 
two of your busiest and best helpers on any job! 

You probably know us best by our full names... 

Weidwood Standard Hardboard and Weldwood Reztemp 
Hardboard, the resin and oil treated, water-resistant surfacing 
material. 

But, called by any name, we’re known as just about the most 
versatile helpers in the building business. 

That’s because we’re rugged and tough, sturdy and strong. 
We're hard working but easy to work. And we cut with sharp, 
clean edges. 

Light in color, too, we’re easy to paint. No wonder we’re such a 
help on so many different projects. 

Put us on your payroll. Your customers will thank you for it. 
And you'll thank us for putting a “pretty penny” of profit in your 
pocket, Order us from your Weldwood supplier. 


WELDWOOD’ Hardboard 


Manufactured by Abitibi Power and Paper Company 
Distributed Exclusively By 


UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street, New York 36, N. Y. 
Branches in Principal Cities * Distributing Units in Chief Trading Areas 
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To meet all your requirements: both 
Standard and Reztemp Grades of 
Weldwood Hardboard come in three 
popular thicknesses: 1/8”, 3/16”, 
and 1/4”. In sizes: 4’x6’, 4’x8’, 4’x10’, 
4’x12’ and 4’x16’. Panels up to 4’x12’ 
are wrapped six to a package. Weld- 
wood Reztemp Tile Board is avail- 
able only in 1/8” thickness and sizes 
4’x4’, 4’x8’, and 4’x12’. 

Call your Weldwood salesman for 
Weldwood Hardboard or Tile Board 
today. 
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Student Conducts 
Interesting Survey 


After graduating from a well-known 
college in June, this particular young 
man set about to find a job in a lum- 
ber yard. He wanted to learn the 
business from the ground up. So he 
decided to do with lumber yards what 
he had done with several schools be- 
fore he selected one that in the due 
course of time would become his 
Alma Mater, provided he was able to 
make the grades. So he picked out 
half a dozen schools and looked them 
over from A to Z. It took him sev- 
eral weeks to obtain the wide variety 
of information needed before he set- 
tled on the university from which he 
graduated with honors four years 
later. 

“T made no mistake in my choice,” 
he said. “I knew that from the day 
I registered as a freshman. I liked 
the professors. Same way with the 
campus, the equipment, the students 
everything. All this naturally 
played a highly important part in my 
grades. I was studying in congenial 
surroundings and it helped me to 
make a good showing.” 





. . . It seldom is possible to do 
a good job in surroundings that 
are unpleasant, unsatisfactory, 
or inefficient. 


Big Difference 
in Lumber Yards 


“When I got ready to go to work, 
I decided to take the same care in 
selecting the concern where I hoped 
to be able to get a job as I had in 
picking out the school where I was 
to study,” he continued. “Both are 
important, of course, but it seems to 
me that even more care should be 
taken in finding the right place to 
learn the business than in determin- 
ing the college where one is going to 
school. There may not be a great 
deal of difference in the curriculums 
and in the educational facilities of 
any of the many good schools, but I 
have found there is a whale of a big 
difference in lumber yards.” 


. .. Textbooks don’t vary a 
great deal, but no two people 
are alike when it comes to us- 
ing what they learn. 


Appearance Eliminated . 
Several Yards 


“Appearance may not be the most 
important factor when it comes to 
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deciding where one would like to 
work,” said the young man. “How- 
ever, the first thing I did was to take 
a critical look at every yard in the 
area. I sat in my car across the street 
and made up my mind as to whether 
the yard under observation was an 
establishment I’d like to head for 
every morning—the kind of yard I'd 
like to take my friends to and say 
‘This is where I work.’ Nearly half 
the yards visited eliminated them- 
selves on my first visit. There were 
telltale evidences of poor manage- 
ment in the way the plant was kept 
up and the manner in which materials 
were stocked. True, most of these 
yards were small, but I wasn’t so 
sure but what I was more interested 
in that type of yard than in a larger 
one.” 


Dealers 
what 


. . « “Many Lumber 
don’t seem to practice 
they preach.” 


Surprising Lack 
of Consistency 


“One Sunday I read several ads 
featuring repairing and remodeling. 
Garages, too. The next day when I 
visited these establishments, prac- 
tically all of them needed badly the 
very things they were urging other 
people to buy. I remember one yard 
in particular was featuring a paint 
special that sounded very attractive. 
However, when I arrived at the yard 
I found it to be one of the shabbiest 
places of business in the area. Actu- 
ally, it looked as though it hadn’t been 
painted in 20 years. I tried to imag- 
ine how prospects would react to a 
sales talk on paint in a lumber yard 
that never had used it. Perhaps I 
placed too much importance on this 
lack of consistency, but whether such 
was the case or not, it caused me to 
lose interest promptly in every yard 
where it was encountered.” 


.. . Follow through is impor- 
tant, too. 


Looks Are More than 
Skin Deep 


“On the other hand, when I drove 
up to three other yards I was at first 
much impressed. Snappy looking 
fronts. Very attractive. It was 
plainly apparent that much thought 
and attention had been given to fixing 
up the plants. But when I got in- 
side, my enthusiasm began to peter 
out rapidly, and for two major rea- 
sons. First, negative reaction came 


from the display rooms themselves, 
In no case had the displays been kept 
up. Merchandise was in disarray, 
This disorder was no doubt all the 
more pronounced because I had ex- 
pected the interior of the establish- 
ment to look as good as the exterior, 
The owners had decided to modernize 
their places of business but had not 
taken into consideration the even 
more important task of keeping up 
the interior . . . a big job, since it 
involves so many elements that re- 
quire daily attention—clean, shiny 
windows, attractive displays, elimina- 
tion of dust and disorder. Perhaps I 
shouldn’t have crossed these three 
yards off my list, and I would not 
have done so had I run out of pros- 
pects. Obviously all three needed 
help.’ 


... Personnel 
problem. 


is the biggest 


They Didn't Know 
or Didn't Care 


“The second reason why I lost in- 
terest in these three good-looking 
(from the outside) establishments 
was the indifference of the employes 
I encountered. This, however, was 
the rule rather than the exception in 
at least two-thirds of the yards vis- 
ited. I made up my mind I couldn’t 
learn very much working with people 
who didn’t know how to wait on cus- 
tomers, or didn’t care whether they 
did or not. At first this attitude puz- 
zled me, especially since I represented 
myself to be a prospective customer 
in search of information. Soon, how- 
ever, I found that it was the way the 
owner did things. I just didn’t like 
the prospects of working for that 
kind of boss.” 


... End result of the survey 
was encouraging. 


Five Fine Yards 


When the young man got through 
with his survey, five of the yards that 
had been included in his survey cme 
through with flying colors. Clean, 
well-kept places of business—outside 
and inside—courteous employes who 
knew their business and were anxious 
to please. None of these five yards 
were the largest in the area, but all 
had impressive records of steady 
gains in volume. Several larger yards 
measured up well in many categories, 
but were dropped from the list be- 
cause of the lack of opportunities for 
advancement. 
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Actually it doesn't take a scientist to determine 
this equation. It is merely our way of graphically 
telling you that Fair Price, Rapid Service and High 
Quality are the three ingredients that go into all 
of PAMUDO'S operations, serving over 5,000 deal- 
ers throughout the United States. 


IF YOU HAVE A WOOD PRODUCTS PROBLEM, CALL 


Pamudo- 


(PACIFIC MUTUAL DOOR CO.) 

GENERAL OFFICE - Direct Shipments .. . 

Straight and Mixed Cars. 

Lumber and Lumber products . . . Fir and 

Pine Mouldings, Doors, Plywood and 

Cut-Stock 

Stock Millwork—Cut-to-size Industrial Plywood. 
TACOMA BUILDING, TACOMA 2, WASHINGTON 


Warehouse stocks of 
Plywood « Doors 
Mouldings « Stock Millwork 


WAREHOUSES IN 5 PRINCIPAL CITIES 
St. Paul 4, Minnesota 
Kansas City 5, Kansas 


Chicago 38, Illinois 
Baltimore 31, Maryland 
Elizabeth, New Jersey 
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LEADING ARCHITECTS AND 
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‘J 
Nterli rng 
ea HARDWARE 
Saves Time! Saves Money! 


Easy to Install and Adjust! 
USE STANDARD DOOR FRAME. No 


special header construction 
needed. No grooving! 


GUIDE STRIPS eliminate trouble- 
some grooving of doors. Not 
visible from the outside. 


APRON CONCEALS HANGERS AND 
TRACK. May be painted if desir- 


Or GUIDES can be installed 
ed. No extra trim necessary. 


after doors are hung. Slotted 
screw holes permit easy ad- 
justment. 


ONLY ONE INCH HEADROOM RE- 
QUIRED. No need for extra 
headroom for hardware. 


NO TRACK ON THE FLOOR to 
catch dust and dirt . . . floor 
is clear and clean at all times. 


ADJUSTABLE HANGERS. Slotted 
screw holes make it easy to 
plumb door with jamb. 


DOOR STOP keeps flush pull on 
rear door always accessible. 
Fingers can't get pinched. 


Write for Catalog on Sterling line of Sliding Door 
Hardware for wardrobes, pocket doors, side doors 
in home garages and other Sterling products. 


Matnall Adee 


* See our Catalog in SWEET’S 
Architectural File 18d/ST and Builders’ File 4e/ST 


Nterling 


HARDWARE 










* Visit our Display at... mas 5 
The Architects Samples Corp., New York City P ler Tomes, J mere 


STERLING HARDWARE MANUFACTURING C0. 


Chicago 18, Illinois 


2345 W. Nelson Street 














WHAT’S NEW 





Products .... Sales Aids .... Literature 


SEND FOR THESE: 


The fire-resistant and ageless qual- 
ities of Weather-Shield Gypsum 
Sheathing are pointed up in an illus- 
trated folder which also lists the ad- 
vantages that builders and homeown- 
ers enjoy when this product is used. 
Typical installations shown in the 
folder include a gypsum sheathed 
home which came through a_ flood 
practically undamaged. For copy of 
folder write Certain-teed Products 
Corporation, Dept. AL, Ardmore, Pa. 


A free newspaper advertising mat 
service has been prepared by The 
National Oak Flooring Manufactur- 
ers’ Association. Dealers also 
are invited to utilize as a_ sales 
aid the new edition of a 32-page con- 
sumer booklet, “Oak Floors for Your 
Home.” The mat service consists of 
five ads, one of three columns, two of 
two columns and two of one column. 
The three-column ad, 10 inches deep, 
carries a half-tone illustration of an 
attractive room setting. Line draw- 
ings are used in the other ads, which 
are five inches deep. Strong selling 
copy is employed throughout. For 
mats and booklets write the National 
Oak Flooring Manufacturers’ Asso- 
ciation, Dept. AL, 814 Sterick Bldg., 
Memphis, Tenn. 


The “Stilemaker” Heavy-Duty Cyl- 
indrical Lockset is described in a new 
catalog just published. Information 
includes complete data on re-keying, 
complete installation information as 
well as description of functions of the 
locksets for all popular uses. Write 
The Russell & Erwin Division of The 
American Hardware Corporation, 
Dept. AL, New Britain, Conn. 


Six transcribed spot announcements 
on vermiculite house fill have been 
prepared for dealers using radio time, 
the Zonolite Company announced. 
Narration is by Claude Kirchner, 
master of ceremonies on the “Super 
Circus” ABC network show. The 
spots, three for 30 seconds and three 
for one minute, tell how the average 
homeowner can insulate his house in 
an afternoon. Dealers desiring the 
free spot announcements may get in- 
formation from the Zonolite Com- 
pany, Dept. AL, 135 S. LaSalle St., 
Chicago 3, Il. 


The story of its engineering, pro- 
duction, technical counsel to custom- 
ers and prospects, and of its world- 
wide setup is told by the Industrial 
Truck Division of the Clark Equip- 
ment Company in words and pictures 
in the new edition of its popular 
magazine, Material Handling News. 
This edition of the Clark publication, 
which bears the title, “Serves You 
tight!”, provides a succinct review 
of its fork-lift trucks, powered hand 
trucks and industrial towing tractors 
features, and then emphasizes its 
service to prospects and customers in 
planning materials-handling systems, 
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in training its own and customers’ 
service and maintenance personnel, 
and its world-wide service facilities. 
For copy of this 18-page magazine, 
write Clark Equipment Company, In- 
dustrial Truck Division AL, Battle 
Creek, Mich. 


“Porch Enclosures”, a new four- 
page booklet, has been prepared for 
distribution by the Ludman Corpora- 
tion. This descriptive folder shows 
the uses of Jalousies, features many 
photos of Jalousie installations that 
will spark ideas in the minds of 
homeowners who want to add more 
living space by enclosing’ their 
screened porches for year-round liv- 
ing. Before-and-after pictures vividly 
demonstrate the advantages of using 


Ludman Windo-Tite Jalousies for 
practical beauty plus year ’round 
comfort. For copy write Ludman 
Corporation, Jalousie Division AL, 


P.O. Box 4541, Miami, Fla. 


“Specifications for the Application 
of Foamglas, the Cellular Glass In- 
sulation, in Low Temperature Space 
Installation (Minus 35° F. to 50° F.)”’, 
is published in a new 16-page booklet. 
Information includes the many new 
application methods for Foamglas on 
ceilings, walls, floors, columns and 
beams. The booklet lists finishes, ad- 
hesives, sealers, suggested  thick- 
nesses, paints and properties of Foam- 
glas. The material is presented in an 
easy-to-read-and-follow fashion with 
many illustrative drawings. For copy 
write Pittsburgh Corning Corporation, 
Dept. FF-42, 307 Fourth Ave., Pitts- 
burgh 22, Pa. 


The How-ell-dor residential garage 
door story is presented in a full- 
color stuffer, now available to deal- 
ers for direct-mail and _ over-the- 
counter distribution. This attractive 
sales-aid illustrates the many quality 
featurzs of How-ell-dor construction 
and lists the sizes stocked for quick 
delivery. How a sectional Upsweep 
How-ell-dor makes a home _ worth 
more is dramatically depicted. Write 
The Howell Manufacturing Company, 
Dept. AL, Cottman St. and Hasbrook 
Ave., Philadelphia 11, Pa. 


How to paint concrete, and plaster 
successfully is told in a 48-page hand- 
book, believed to be the first of its 
kind. It is now being made available 
at 25c per copy. Designed to detail 
the use of Truscon’s rubber base prod- 
ucts, the handbook is highlighted with 
explanatory photographs and draw- 
ings and describes in simple, clear 
terms, the preparation and treatment 
of concrete, plaster, and other masonry 
surfaces on exteriors, interiors, floors 
and new construction. In addition, it 
also contains much data helpful to 
both amateur and professional alike 
on general painting practices, estimat- 
ing and the like. Write Truscon Lab- 
oratories, Dept. AL, Box 69 Milwaukee 
Junction P. O., Detroit 11, Mich. 











Colorful Decal Offered 


To make it easy for dealers to 


identify their stores with Ame- 
rock’s expanded national advertis- 
ing and sales promotion progyam, 
the beautiful decalcomania, _ijlus- 
trated above, 514’x8%x.”, in red, 
white, black, and gold, is now of- 
fered free of charge to Amerock 
dealers. Suitable for use on win- 
dows, doors, or display cases, this 
decal carries the printed sugyes- 
tion, ““Ask Us for Genuine Amerock 
Cabinet Hardware.” 

Part of a continuous campaign 
to bring more customers into stores 
of Amerock dealers, the new de- 
caleomanias are available on_ re- 
quest. Write American Cabinet 
Hardware Corp., Dept. AL-47, 


Rockford, III. 


Waterbury Rope Retailer 


The Waterbury Rope Sales Cor- 
poration, 88 Wallabout St., Brook- 
lyn, N. Y. is now actively mer- 
chandising the Waterbury  [tope 
Retailer. Each reel is a complete 
package in itself—small diam: ters 
in 100 ft. reels and large diameters 
in 50 ft. reels. This arrangement 
saves rewinding, wrapping and 
also increases unit sales. An eX- 
clusive patented interlocking reel 
arrangement allows the dealer to 
sell 100 feet, 200 feet or 300 feet 
as a single unit or pull off any 
cut length—without kinking. The 
Waterbury Rope Retailer is a .om- 
pact unit occupying 4 square feet 
of floor space, It carries 6 poy ular 
rope sizes. %4’’—300 feet, 3/10”— 
300 feet, 34’”—300 feet in 100 foot 
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connected reels '4”’—300 feet in 50 
foc! connected reels. In the back 
of the stand are 200 feet of 5%” 


jn 00 foot connected reels and 200 


fee of 34” in 50 foot connected 
rec's. Write the sales agent, H. 
Grinam & Co., Ine., Dept. AL, 
105 Duane St., New York 8, N. Y. 





Self-Service Demonstrator 


Washington Steel Products an- 
nounces a new Self-Service Display 
Demonstrator for Rolling Door 
Hardware! The No. 600 MTD Dis- 
play is designed to provide an at- 
tractive floor display which con- 
tains the features of a demonstra- 
tor. The unit shows “on the spot” 
installations of 34” and 134” doors, 
and also furnishes compact storage 
for a convenient self-service stock. 
The display requires about the 
same floor space as three nail kegs 
(20” by 32”), and is very attrac- 
live in natural grain finish. Write 
Washington Steel Products, Inc., 
Dept. AL, Tacoma 2, Wash. 
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L” FITS ALL ELECTRIC DRIMS 


New-type Power Auger Bits 


Here is the new type Power Au- 
Ser Bit designed to fit all electric 
drills from 4” capacity and up. 

his new bit has been proved to 
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be 40% faster boring, will not bind, 
and due to its precision machinery, 
bores accurately and gives an ex- 
ceptionally smooth, clean hole. Be- 
sides being inexpensive the bits are 
made of the highest quality Swed- 
ish tool steel. No. 46-6B, set shown, 
is a six-piece set composed of 14’, 
7", *", %”. 4". one O. ie 
packaged so that this set is self- 
displayable and is proving to be an 
outstanding point of sales package. 
These Power Auger Bits are avail- 
able in open stock lots ranging in 
sizes from 14” up to 2” and are also 
packaged in other set combinations. 
Write Dura-Bilt Tool Company, 


Inc., Dept. AL, 3 Union St., Natick, 
Mass. 





New Designs for Cushiontone 


The development of a distinctive 
new design for Cushiontone, a low- 
density perforated fibreboard acous- 
tical material, has been announced 
by the Building Materials Division 
of the Armstrong Cork Company. 
The new design, designated Cush- 
iontone 302-S/R (top photo), is an 
innovation in perforated tile de- 
sign in that the perforations are 
arranged in a “skip random” pat- 
tern. The established straight-row 
design will also be continued in the 
line. The new arrangement of per- 
forations in Cushiontone 302-S/R 
produces a new textured appearance 
and a contrast to the regularity of 
the straight row design of perfora- 
tions. Cushiontone 302-S/R has a 
minimum border between the ran- 
dom perforations and the beveled 
edge. It has a 3/32” ironed and 
painted bevel and a washable paint 
finish. A new straight row Cushion- 
tone design (lower photo) desig- 
nated 23-R has also been developed. 
The new 23-R design has an addi- 
tional row of perforations on all 
sides and a smaller bevel, bringing 
the perforations nearer to the bev- 
eled edge, resulting in a smooth, 
pleasing monolithic appearance. Both 
designs are available in 12” x 12” x 
14” and 12” x 12” x 34” tile. Write 
Armstrong Cork Company, Dept. 
AL, 4704 Ocean Ave., Lancaster, Pa. 
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New Sample Display 


Just like the samples it holds, 
Insulite’s new sample display for 
dealers is made of wood. The 
sturdy, wood base takes up only 
10x18-inches of valuable counter 
space, yet it holds 11 large samples 
of Insulite building products. These 
samples, including Bildrite Sheath- 
ing, Shingle-Backer, Graylite %%4- 
inch Sheathing and _ Building 
Board, Durolite Plank, Lusterlite 
Tileboard and Insulite Hardboard, 
are easily removed from the wood 
base for inspection. The base is 
a bright red with yellow lettering 
and the full color back card slips 
into slots in the base. The color- 
ful pictures on the card show a 
new home under constuction and an 
attic that has been converted into * 
a boy’s bedroom. This card may be 
easily replaced, while the base is 
permanent. Write Insulite, Dept. 
AL, 500 Baker Arcade, Minneapolis 
2, Minn. 








Installed as One Unit 

An innovation in 
locks is the new, pre-assembled 
Chesler ‘“Reddi-Mount” that as- 
sures easy, fast installation. Smart 
in design, the lock is always in 
perfect alignment because of its 
single-unit construction. The 
“‘Reddi-Mount” also features “free- 
wheeling”—which prevents’ the 
freely spinning knob from being 
forced when locked. Other selling 
points of the “Reddi-Mount” are 
its locking push button in knob; 
automatic unlocking; 5-pin cylin- 
der, brass latch and solid brass 
trim with concealed screws. The 
lock is fully guaranteed. Write J. 
Chesler & Sons, Inc., Dept. AL, 
Brooklyn 37, N. Y. 
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The "Safety-Set" 


This inexpensive new window lock 
was developed to provide a positive 
lock which could not be opened or 


“jimmied” with existing burglar’s 
tools. From approximately 4500 in- 
stallations made locally, several re- 
ports of attempted entry have been 
made. So far not one of these at- 
tempts on “Safety-Set” secured win- 
dows has succeeded. The average 
window catch is said to give way 
under about 400 pounds pressure. 
A single heat treated, case hardened 
“Safety-Set” resists a compression 
of 90,000 pounds per square inch. 
Two powerful, slim inserts of fine 
steel—heat treated to withstand 45 
tons pressure per square inch—are 
supplied for each window. Once in 
place both halves of windows (all 
wooden types) may be locked closed 





NEW SALES ©*°* NEW — 


TN | ~heng — 
COLOR-—TONED/ 


CZ Be i 


WOOD SEALERS 
for Interiors 
and Exteriors 






Sales-getting Counter Display with real 
wood panels finished in REZ Color-Tones. 


Here’s a new line of color-toned wood sealers 
that will really bring you new profits, because 
REZ Color-Toned Sealers accomplish a two- 


AETNA 


PRODUCTS fold purpose. 

Siewent Beach First, you sell the REZ itself, because it pene- 
Mahogany trates, seals, and tints the wood at the same 
— time. It does not conceal the wood grain, but 
Fir instead intensifies its natural beauty. 

Pine 


Second, you sell more plywood, because Color- 
Toned REZ solves a long-felt problem of your 
customers. Color-Toned REZ makes it easy for 
the home workman to color and seal at the 
same time — saves work; saves money. 

REZ Color-Toned Sealers come in five nature- 
inspired tints: Driftwood, Sage, Redwood, 
Cedar, and Mahogany. 


Prima Vera 
and many others 


Standard sizes up to 
48” x 192” 


24 hour shipping service 


Complete line Glues, 
Sealers, Bleaches 


Send your trial order TODAY! 
Counter Display, illustrated at top, 
is FREE to dealers handling REZ 
Color-Toned Sealers. 





1732 N. Elston Avenue Chicago 22, Illinois 
ARmitage 6-7100 
BRANCH WAREHOUSES: Grand Rapids 7; Indianapolis 2; Rockford 


AETNA--PLYWOOD FOR EVERY PURPOSE 
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or five inches open, able to resist 
many more tons of leverage than 
any burglar can apply. Anyone can 
install a set (two per window) with 
only a hand drill in less than three 
minutes, Write “Safety-Set” Win- 
dow Lock Co., Dept. AL, Box 19125, 
La Tijera Station, Los Angeles 43, 
Calif. 





For Wood Shingles nl Shakes 


Designed to save _ application 
time and money by eliminating 
planing and cutting at corners of 
wood shingles and shakes, a new 
metal corner is offered by the manu- 
facturer of Kokomo Korners, The 
new corner is of rust proof zinc 
for durability and is recommended 
for its neat appearance and 
weather tightness. The manufac- 
turer furnishes necessary nails 
with each corner. Holes are al- 
ready drilled. Applicable for either 
single or double course construc- 
tion, the corner is available in 
plain or bonderized finish. Kokomo 
Korners are also available for as- 
bestos siding and for lap or beveled 
siding, as well as zinc window and 
door frame strips. For descriptive 
circular, write The Bugher Mfg. 
Co., Dept. AL, 211 S. Main St. 
Kokomo, Ind. 








"Lightweight Champion" 

Dead load equivalent to the 
weight of five elephants can be 
eliminated in the average home 
with vermiculite plaster, according 
to “Lightweight Champion,” a 
new, full-color motion picture just 


e, 
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ised by Vermiculite Institute 
‘hicago. This 20-minute sound 
ie gives a concise, dramatic 
entation of the tremendous 
ht and cost savings possible 
vermiculite plaster fireproof- 
and vermiculite acoustical 
ic. When used in combination 
eiling fireproofing, these ma- 
iis give high acoustical value 
iw cost, with an official 4-hour 
rating. Solid 2” partitions are 
covered. The film is suitable 
meetings of building profes- 
nals and the general public, 
ce it covers small houses as 


ell as multi-story structures. Por- 


ys of the movie were made at 

Detroit Building Trades 
hool, which conducts one of the 
tion’s leading apprentice instruc- 
n programs. Speaker furnished 
request. No charge. Write Ver- 


miculite Institute, Dept. AL, 208 
South LaSalle St., Chicago 4, II. 











New Door Chime Designs 


an 


The Rittenhouse Company, Inc., 
nounces three new models repre- 


senting a completely new advance 
in door chime design that decorators 
and howeowners have been asking 
for. The “Avalon” exemplifies func- 
tional simplicity, carefully executed 
in rich, new materials. Luxurious, 
seize Boucle grille covering, high- 
lighted with deep-gold-brass trim. 
Nev, melodious tone. The “Colo- 
nla!,” shown here, has an authentic 
colonial motif given a modern treat- 
merit that is ideally suited for pres- 
ent-day style ranch-type homes. 
The ivory housing is made of Dow 
plastic that is hand-surfaced, wash- 
able and has permanent, molded-in 
color. It is practically unbreakable. 
Tube finish is lacquered, brushed 
brass. Sounds two-notes for front 


do 


or, single note for rear. The 


“Coneord” has a four-note colonial 


ha 


|! clock-chime. An outstanding 


feature is the exclusive “Floating 


Pe 


cussion Unit,” combined with a 


Telcchron powered hall clock. The 
Concord” has a solid cherry wood 


fin 
pa 
N 


4%. 
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cabinet, hand rubbed to a satiny 


ish. Write The Rittenhouse Com- 
yy Inc., Dept. AL, Honoye Falls, 








CLEANER 
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i 6. N. Coughlan Co., 
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Protect property, - guard lives 
with these famous pack extin- 
guishers. Use only clear water. 
5 gal. rust proof tank. Pump 
throws powerful stream or noz- 
tle adjusts to spray. Don’t be 
helpless when fire strikes! Just 
grab an INDIAN and 
put it out in a hurry. 
Sturdy construction. f 
Inexpensive. Prompt \ 
shipment. 


<n 


Have you ordered INDIAN FIRE PUMPS 
For Civil Defense? Be Prepared! 


INDIAN . 












E-Z 5 GAL. 
KNAPSACK SPRAYER 


Finest knapsack sprayer made. Pump lever 
develops high pressure easily while spray- 
ing. 5 gal. zinc-grip steel or copper tank. 
Tank is air conditioned preventing damp- 
ness reaching the back. Adjustable brass 
nozzle. (Recommended by Extension Services.) 


BANNER 


. COMPRESSED 
th) AIR SPRAYER 
i ¥,3 The outstanding com- 


Pressed air sprayer. 
Electric seam welded 
tank. Streamlined dome 
top. (Open or funnel 
type.) Galvanized or 
solid copper tank.Non- 
Nittiie, 109 angle nozzle. 

Send for Full Details'on INDIAN FIRE 
PUMPS and our Complete Line of Sprayers 


D.B. SMITH & CO. EEN main st.- utica 2, N.Y. 





‘‘Originators. of Sprayers Since 


1888" 
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Patio Tile 


This new tile for outside ter- 
races is machine-made with a hand- 
look for exterior use, It is 


made 





116 


ber was excellent and the assor 


First of all, the quality of the lur 
c 


ent of lengths was perfect 

But really the thing that pleased 

most about this car of lumber 
was the careful way in which it was 
loaded It is a great saving to us 
in unloading when each item is 
loaded separately as to grade and 
lengths. This car arrived in excel- 
lent order with the metal bands still 


ntact.’ 
—John J. Kuntz Lumber Co. 
San Antonio, Texas 





an oblong shape with a bright red 
color which provides a warm and 
pleasing contrast to gardens, lawns 
and outside surroundings. The tile 
is described as practically everlast- 
ing. With attractive non-glaring 
surface, it is ideal for paving 
patios, terraces and walks, for fac- 
ing wall surfaces and ground areas, 
planting boxes, garden seats, bar- 
becue decks, stair treads... in fact, 
wherever a long-wearing, more or 
less casual appearance is desired. 





easy to handle and the job is qu 


K- 
ly done as each tile covers rw. ye 
than two-thirds of a square { ot 
of space. Write Ludowici-Cela:on 
Company, Dept. AL, 75 East W: -k- 


er Drive, Chicago 1, Ill. 


in laying. 


The rectangular shape makes 
adaptable to a variety of patterns 
It can be installed by 
the homeowner himself, with a min- 
imum of effort and expense 
professional appearing results. It is 


We consider this the best car of 
lumber we have had this year, strict 
ly up to grade, nice and bright, 
clean in every respect and arrived 
here in perfect condition... “ 
—Royerton Supply Company 
Muncie, Indiana 


. . . The car was clean, the lum 
ber was clean and bright. The nicest 
car of yellow pine this year... “ 

—Dull Lumber and Coal Co. 
Van Wert, Ohio 


These voluntary statements can mean only one thing — pleased customers. 


When you order Ozan Soft Pine this unqualified satisfaction is assured because 
— Ozan kiln dries all lumber direct from the saw. Ali Ozan Pine is edge trimmed 
after kiln drying so you get beautiful straight line lumber. It’s stored and care- 
fully loaded under cover —loaded separately as to grade and lengths and se- 
cured with metal bands to prevent shifting and damage in transit. All Ozan 
Pine is strictly up to grade, nice and bright, clean in all respects. 


Make your next car Ozan Arkansas Soft Pine for the utmost in satisfaction. 

















PRESCOTT, ARKANSAS 
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New Concave Knob Display 
Akron Hardware introduces its 
attractive line of Concave Knobs 
and Back Plates with this eye-catch- 
ing, sales-compelling wood grained 
display board. This new line, low 
priced for fast selling, offers a va- 
riety of sizes and popular finishes. 
It features special construction that 
permits installation on wood or 
metal alike, plus a suction action 
that prevents knobs from working 
loose. The attractive display pic- 
tured, complete with hardware, is 
offered free to dealers with the pur- 
chase of a specially priced introduc- 
tory assortment. Write Akron 
Hardware Manufacturing Corp., 
Dept. AL, Woodside 77, N. Y. 


New Low-Headroom Bracket 

This new, low-cost bracket « °- 
signed by the Frantz Manufact 
ing Co., overcomes the limii® 


Qs 
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he.droom problem for sectional- 
ty garage doors. Packaged a 
pair to the box, the easily installed 
Fr.ntz No. 99 Low-Headroom 
Br..cket may be used on any Frantz 


Se ional-Type door where less 
th 1315” of headroom is avail- 
ab). Employing the Frantz 
>» cket, only 914” headroom is 


ne ded. By lowering the track 3”, 
j 714” headroom is required. 
Zi. --plated for greater corrosion 
re-istance, the all-steel bracket 
g). ies effortlessly on ball-bearing 
Write Frantz Manufactur- 
ne Co., Dept. AL, Sterling, II. 


olers, 


New American Machine 

The new American floor main- 
tenance machine, Model A. L. M. 
13, is designed to provide efficient 
floor care with economy. The new 


machine is ideal for economical 
scrubbing, polishing, steel wooling, 
dise sanding and buffing all types 
of floors. It is recommended for 
wood, tile, asphalt, concrete, rub- 
ber, terrazzo or marble. Especial- 
ly suited to jobs requiring port- 
ability ease and reduced weight. 
Tie machine has 13-inch brush 
spread and the popular riding-on- 
head type of construction. It is 
pwered by a General Electric 
heavy duty motor, 115 volt, 60 
cy le, A.C., 1750 R.P.M. Transmis- 
sion of power is by double reduc- 
tion through 4 helical gears, direct 
from motor to brush shaft, made 
of heat-treated stress-proof steel 
and fibre which makes it extremely 
qiiet in operation. Brush speed, 
172 R.P.M. For convenience ' of 
Operation, the handle may be ro- 
tated so tnat the built-in trailing 
Wire can be on either side the 
Operator chooses. No cord to lose 
or break loose. Comes equipped 
with a mixed fibre brush for pol- 
ishing and 25 feet of UL inspected 
trailing wire. Write the American 
Floor Surfacing Machine Co., 
Dept. AL, 521 So. St. Clair St., 
Toledo 3, Ohio. 
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Metalmitre 


Metalmitre is a hand tool for 
professional on-the-job mitering of 


metals. Its tremendous leverage is 


said to produce amazingly clean 
and accurate cuts with just a mere 
squeeze of the polished stainless 
steel handle. Various type dies are 
available—all hardened and pre- 
cision ground tool steel, capable of 
burr-free mitering, notching, slot- 
ting of non-hardened steel up to 
1/32” and metals like copper and 
aluminum up to 1/16”. Snap-in fea- 
ture makes dies instantly inter- 
changeable. Ideal for working with 
molding, sheet metal, fiberboard, 
plastics, masonite. Weighs only 2 
lbs. assembled—fits in your back 
pocket. For descriptive folder, 
write Lander & Abbott, Dept. AL, 
La Crescenta, Calif. 








=| ———*e@ 3383 HAMMOND AVENUE 


MOHAWK flush doors are - 


priced right — built right! Sell fast — stay sold! 


Mohawk Flush Doors are distinctive 
because they are built by conscien- 
tious Mennonites, who are famous 
for pride in their work. This feature, 
plus Mohawk’s carefully selected gum 
and birch panels... large,thoroughly 
seasoned, white pine stiles and rails 
... double lock blocks and com- 
pletely vented core add up toa 
warp-free door that’s guaranteed— 
a door that builds volume sales and 
satisfied customers for you. A com- 
plete range of sizes. End your door 
problems zow— send coupon today! 


RAILS—clear 3” 
Ponderosa pine 

—or equal 
CORE—fully-vented, 
cross-banded, 2” 
wide wood members 
—spaced 2” apart 
DOUBLE LOCK BLOCKS 
STILES—clear 14%” 
Ponderosa pine 

—or equal 
FACES—fully-sanded, 
six-ply birch or gum 


MOHAWK’'S NEW EXTERIOR DESIGNS 
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Mohawk FLUSH DOORS, 


ELKHART, INDIANA 





wea 








Send Coupon Today! 


Mohawk Flush Doors, Inc. | 
3383 Hammond Street, Elkhart, Indiana 

Rush details on Mohawk [) Interior Flush | 
Doors [] Exterior Doors [J Hiawatha Birch | 


Trimmed Flush Doors. 





Company Name 
en eer eee 
City 
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BARACUTA 


Britains Best Rainwear 





Staley Mats 

How to place a permanent re- 
minder at the final point of pur- 
chase has always been an intrigu- 
ing problem. Now, from jolly old 
England, comes a permanent dis- 
play . . . upon which can be 


reproduced a_ trade-mark, trade 
name or slogan, and it can be used 
for years and be just as service- 
able the tenth or twentieth year 
as when it was first distributed. 
It is a colorful rubber mat. Staley 
mats (short for Stalybridge Rub- 
ber Co.) are different from any- 
thing ever distributed in this 
country, as the colors go clear 
through to the back of the mat, 
whereas’ similar “name” mats 
made here usually have the name 
silk screened on, and the screening 
wears off in a short time, Staley 
mats can even be tailor-made ... 
such as a mat with the name of 
the store on it... with the added 











Know what you’re getting... 


. CRA 


” 


‘i 








When you see the CRA grade mark, you can be SURE the Redwood that bears it 
will give top on-the-job performance — every time. That's because grade-marked, 
trade-marked, Certified Dry Redwood has been uniformly graded, milled and 
seasoned to exacting standards. It’s just good business to feature the best—CRA 
Redwood—the Redwood you can be sure of—the Redwood processed by the repu- 


table member firms of the CALIFORNIA REDWOOD ASSOCIATION 


SIMPSON LOGGING CO. * UNION LUMBER CO. * WARM SPRINGS REDWOOD CO. * WILLITS REDWOOD PRODUCTS 
CO. * ARCATA REDWOOD CO. * COASTAL PLYWOOD & LUMBER CO. * HAMMOND LUMBER CO. ¢ HOLMES 
EUREKA LUMBER CO. * NORTHERN REDWOOD LUMBER CO. « THE PACIFIC LUMBER CO. * ROCKPORT REDWOOD CO. 
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words “agency for Smithson yre- 
frigerators”, and still be mass pro- 
duced for volume distribution. 
These Staley rubber advertising 
mats can be made in any size or 
shape or combination of colors. 
Write the American distributor, 
Howard Smith, Pawling Rub ser 
— Dept. AL, Pawling, 








Store Front Selector 


A new, two-color “Store Front 
Selector” depicting many types of 
Kawneer store fronts has been de- 
signed for use by dealers as an 
aid to customers. It consists of an 
attractive’ booklet and jacket, 9’’x 
12”. Produced by the Kawneer Ad- 
vertising and Design Departments 
as the perfect introduction to a 
prospective merchant interested in 
remodeling, it acts to acquaint mer- 
chants with store front construc- 
tion; saves salesmen’s time and 
trouble by eliminating intricate 


sketches; and, gives the merchant 
a choice from 45 different sketches. 
For an opportunity to use the 
“Store Front Selector,” write The 
— Company, Dept. AL, Niles, 
Mich. 





New Bradley Moisture Meter 


This new Model BD-10 Electronic 
Moisture Meter has now sup- 
planted the well-known Model BD-3 
which for the past six years imp: 
mented the industry campaign ‘0 
reduce avoidable paint failures. 
Bradley has come up with impor- 
tant improvements in the new 
model in basic electronic enginee’- 
ing, ruggedness of constructic! 
and compactness of design. Mode 


— 
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Bl)-10 has been reduced in size to 
dimensions of only 3% x 5%4 x 8 
inches which includes the stout 
se|’ carrying case. A shoulder strap 
suspension (standard equipment) 
leaves both hands free while meter 
is in operation facilitating its use 
in difficult positions on ladders or 
scalfolds and in low head-room 
basement. excavations, ete. The 
newly-designed dial has extra 
large percentage numerals for easy 
readability. A completely separate 
battery compartment makes bat- 
tery renewal simple and speedy. 
The solid plastic electrode is of 
high insulating value and of extra 
heavy-duty construction, The meter 
tests instantly all such surfaces as 
wood, asbestos shingles, plaster, 


stucco, ‘brick and concrete. Write 
L. R. Bradley & Co., Dept. AL-20, 
25 West 45th St., New York 19, 
N. Y. 





Pro Sdbbleaiel Shake Corner 


A time-saving pre-fabricated 
corner for stained cedar shake walls 
is designed to permit even an ama- 
teur carpenter to produce a mechan- 
ically correct corner with little or 
no training. It is said the Redy- 
Korner is being welcomed as a “nat- 
ural” component of cedar shake wall 
construction. The product is made 
ot standard grooved, pre-stained 
cedar shakes, and is being made 
a\ailable to all manufacturers, dis- 
tr:butors, builders and retail dealers 
in‘erested in cedar shake construc- 
tivn and sales. Redy*Korners are 


soid with a prime-coat of stain so 


that they may be re-touched to 
mitch any shake color on the mar- 
ket—and they are available double- 
coated to match any color in the 
Capilano line of Cedarwall shakes. 
Ri dy-Korners will eliminate the ne- 
cessity of mitering, planing and fit- 
ting the 40 or 50 corners on the 
average five-room house. They will 
permit carpenters to terminate the 
application of each course 144” from 
each corner. Write Capilano Tim- 
ber Company Limited, Dept. AL, 
P. O. Box 608, Vancouver, B. C. 
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From coast to coast Metalart 
Aluminum Windows are giving 
dealers and distributors additional 
profits and sales — Here are the 
reasons: 


5 


THEY’RE VERSATILE — Metalart Aluminum Windows 
are designed for any type construction, any type 
architecture. 


$ THEY’RE DEPENDABLE — Precision engineered for lifetime service — No 
“service calls’’ to eat up profits. } 


THEY'RE ECONOMICAL — The low :competitive cost lets you sell every 
market — Builders save on easy installation — No painting required — 5 
Every sale is an advertisement — A future sale. 





Yes, cash in on the window market with Metalart— 
$ The precision built Aluminum Windows. $ 


A complete line of Casement, Double Hung and Picture 


Type windows are available — Full or Half length 
screens and all accessories are available also. 


7 a ae 


Send for complete 16 page catalogue and full informa- 
tion on territories available, complete price and discount 
structure will be included. 


eg? METAL ARTS MANUFACTURING COMPANY, INC. 


AS P.O. Box 4144 Atlanta, Ga. 


Member of Aluminum Window Menufecturers Asse. 



























Your requirements for 

block and strip hardwood 
flooring (Northern Ee 
Maple, Oak and md 
Birch) can be met 
most satisfactorily from 
our well-balanced inventory. 


Ask about the new 
Y-B Mixed Hardwood 
“Economy Blox” ... the 
most distinctive, 
attractive and economical 
hardwood block flooring 
you have ever seen! 


Member NFMA, NOFMA 


“Economy Blox” are made up from 
carefully selected mixed hardwoods 
... northern maple, birch and oak 
... in all grades. 
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Copyfix 


Photo-exact, finished copies of 
any office record can now be made 
in less than a minute without de- 
veloping, washing, fixing or drying. 
Copyfix, is the name of this amaz- 
ing development which makes fin- 
ished, photo-exact, positive copies 
of any record, regardless of type or 
color, from originals up to 14” 
wide in any length. Extremely 
small, light and compact, Copyfix 
takes not much more space than 
dictating equipment. No special 
installation is required—the ma- 
chine operates after being plugged 
into any electrical outlet. No dark- 
room is needed. Just place the 
record to be copied face to face 
with a sheet of Copyfix negative 
paper on the printer and expose. 
Remove them from the printer and 
place the exposed negative paper 
with a sheet of positive Copyfix 
paper in the Copyfix. In about 10 
seconds, the two sheets will emerge 
from the rear slot of the machine. 
Peel them apart and you have a 
perfect positive copy for immediate 
use. Write Remington Rand Inc., 
Dept. AL, 315 Fourth Ave., New 
York, N. Y. 








New Skil Homebuilders 6" Saw 


A new, heavy-duty 6” portable 
electric saw at a popular price is 
new being offered by Skilsaw, Inc. 
The new Skil Homebuilders Saw 
which has been designated Model 
686, introduces a new line of heavy- 
duty Skil tools. Completely new, 
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inside and out, Model 686 is de- 
signed for carpenters, builders and 
others who require a hard-working 
saw. Construction features include 
powerful universal motor, ball and 
needle roller bearings throughout, 
aluminum alloy housing, safety 
trigger switch, automatic blade 
guard with retracting handle, built- 
in bevel and depth of cut adjust- 
ments and a precision-indexed rip 
guide for either right or left hand 
use. The depth of cut is easily regu- 
lated from 0” to 113”. Speed of 
the new saw is 6000 r.p.m. and it 
weighs only 10% lbs. The over-all 
length is just 10’. Standard equip- 
ment includes combination blade 
for general purpose cutting, 
wrench, rip fence, guard retracting 
handle and 3-conductor  rubber- 
covered cord. Write Skilsaw, Inc., 
Dept. AL, 5033 Elston Ave., Chi- 
eago 30, IIl. 
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New Perimeter Air Diffuser 


“Cuts perimeter grille heating in- 
stallation expenses 85 percent over 
other methods.” That is the claim 
of Titus, Incorporated. With the 
new Titus Perimeter Diffuser, in- 
stallation is made with back of 
grille flush with wall. Duct work 
leading to the grille comes through 
the floor, never through the wall 
itself. This brings tremendous sav- 
ings in the time and labor to the 
installation men. There is no dis- 
figuring of the walls. Ducts are 
shorter. Less turns in the duct 
work are required. The new Titus 
Perimeter Air Diffuser merely slips 
over the boot. Baffles on the inside 
of the diffuser throw air streams 
in a 180° arch... completely blank- 
et the outside wall with warm or 
cold air, depending on whether the 
installation is for heating or cool- 
ing. Titus Diffusers are made with 
a finish coat that blends well with 
any furnishing. No additional ex- 
pensive painting is required. Write 
Titus Incorporated, Dept. AL, Wa- 
terloo, Iowa. 
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eer Louvred Windows 


Whether in the kitchen or living 
room or all around the house, Sun- 
Sash brings gracious living in the 
form of controlled ventilation, 100% 
opening for greater comfort in 
warm weather, as well as window 
beauty. When used in office parti- 
tions, Sun Sash adds a note of 
smartness to office interiors, besides 
adding comfort by increasing air 
circulation. Installation is simple, 
and sizes will fit any opening. Sun- 
Sash consists of two heavy galvan- 
ized steel uprights with from three 
to fourteen 6” steel pockets on each, 
depending on the height. It is con- 
trolled by one-finger lever operation. 
and stays open in any position. 
When closed tight, cold air is sealed 
out by patented lock which secures 
windows so they cannot be opened 
from the outside. When partially 
open, the amount of fresh air can 
be controlled even during rain. In- 
expensive crystal or sheet glass is 
used, 3/16” (or 7/32) thick, 6” 
high and any width up to 39” de- 
pending on the inside dimensions 
of the window. Screens or storm 
windows may be mounted on the 
outside of the frame, but are not 
supplied. For literature write Sun- 
Sash Company, Dept. AL, 38 Park 
Row, New York 38, N. Y. 








The Wright Portable Concreie 
Mixer is unique in rugged coii- 
struction for all-purpose duty, and 
its easy operation is gaining quick 
approval. Contractors are discove'- 
ing that the Wright unit, weighing 
only 147 pounds, is useful on either 
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MADE OF CLEAR, PONDEROSA PINE 
SAVES TIME — KEEPS STOCKS CLEAN! 


lrim-Kit is the latest development in window 
and door trim. It is architecturally designed 
to make it adaptable to all types of archi- 
tecture. It's accurately and smoothly ma- 
chined. It's packaged for easy handling 
and inventory. Keeps it always bright 
and clean. 


@ REDUCES 
COST 


@ ELIMINATES 
WASTE 


Contact your 
jobber. Trim- 

it is sold 
through recog- 
nized jobbers 
only. 











Investigate today. Discover how 
Trim-Kit can help your profit pic- 
ture as well as your customers! 





Firpine's Products In- 
clude: inside door jambs, 
standard lineal mouldings, 
cut-stock, furniture dimension, 
and other special items plus whole- 
sale service in practically everything 
in Western Softwoods. 


OUR MOTTO: “If it's made of wood, We sell it." 


PropucTts COMPANY 























SOUTHERN LUMBER COMPANY Se..t% 














DO YOU HAVE 
A REDWOOD 
ACCOUNT? 


HOBBS WALL, Redwood Lumber 
Distributors for the past 86 years 
are inviting inquiries from whole- 
sale lumber distributors and com- 
mission men who also have built 
their business on years of honest 
dependable service. 


HOBBS WALL 
LUMBER CO. 


Wholesale Distributors of 
California Redwood Lumber 





405 Montgomery Street, 
San Francisco4 GArfield 1-7752 














The Only Guarantéed - 
Wationally Advertited 


| BROWN’'S 


AUPERCEDAR 


SEAL- PACKAGED 
ALL WIDTHS 40’ 











se 
“ Our national 
7 advertising is 
ws currently pro- 
¥ ducing thousands 
of customer inquir- 
2 ies which are turned 
over to.our dealers for 
s* follow-up. This interest in 
cedar closet lining repre- 
sents a growing and active 
market. Brown's Super-Cedar 
is a fast-moving, profitable item 
as produced by the largest and old- 
est experts in the business. Sold only 
through leading jobbers and millwork 
distributors. 





e 
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Write for Builders Folder and Consumer Booklet 


PRODUCT OF 


GEO. C. BROWN & CO., Inc. 


GREENSBORO, N. C. 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 


Established 1896 
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large or small jobs. 
mixing better than a three cubic 
foot batch of wet concrete in an 
average of 2 minutes, it is ideal 


Capable of 


for pouring foundations, floors, 
steps, sidewalks, walls, and innu- 
merable other construction proj- 
ects. The Wright Portable Mixer 
is revolutionary in its construc- 
tion since bowl, pulley wheel, yoke 
and end bearing castings are all 
formed of extremely solid alumi- 
num alloy rather than heavy cast 
iron. The aluminum construction 
of the Wright Mixer facilitates 
mobility and also assures a much 
longer life than those formed of 
cast iron. Write The Wright Engi- 
neering and Supply Company, Dept. 
AL, 1304 §S. Bannock St., Denver 
10, Colo. 





"New Patented" Screwdriver 


Four models equal Thirty-Two 
lengths and types in regular, re- 
cess, clutch-head, and Phillips type 
(both friction and non-friction). 
Adjustable blade lengths are re- 
versible for type desired. Adjust- 
able: from 314” to 1434” with posi- 
tive stop. Handle, designed to fit 
the hand, is made of Tenite No. 2 
plastic material for high impact 
strength. Made of the finest steel, 
and precision-machined for long 
hard use. Attractively finished and 
properly packaged in sales-maker 
units. “Click-It” tools are fully 
guaranteed. Write the E. L. Dye 
Company, Dept. AL, 16 W. Main 
St., Norwalk, Ohio. 








Orlin Enclosure Units 


These units provide a_ porch, 
breezeway, playhouse or solarium, 
in rectangular, hexagon or octa- 
gon shapes, etc. The enclosure unit 
is sturdily constructed of 13%” 
white pine %%” mortise and ten- 
non, Weldwood glued, the panel is 
32” exterior plywood, together 
will almost hold up any kind of 


roof even without the use of cor. 
ner posts. The manufacturer has 
adapted Warps Venetian Screen as 
its standard, thereby eliminating 
the need of awnings. The unit can 
also be supplied with ordinary 
bronze or aluminum screen if *e- 
quested. The three-glass inserts 
which form the conversion from a 
fully open to a completely closed 


room within a few minutes «rep 
framed in a combination of wood) 
and aluminum, designed to with-> 
stand years of use. The sliding 


tracks and tilting magazine are 


made of aluminum. There is a great 


variety of sizes. Erecting of an 
enclosure is simple and can very 
easily be done by anyone; simply 
set units edge to edge against one 
another and cover joints with bat- 
ten strips, the bottom can be cov- 
ered with base boards as well as the 
top, which can be treated similarly 
with scalloped or plain face boards, 
narrow or wide according to en- 
closure height. For descriptive lit- 
erature write M. D. Orlin Co, 
Dept. AL, 7300 Kinsman Rd, 
Cleveland 4, Ohio. 
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Infra Issues New Manual 


The latest information on heat 
and vapor flow, vapor permeabili‘y, 
condensation, conduction and deis- 
ity, convection, radiation and emis- 
sivity, reflection and absorption, is 
discussed in the 56-page expanded 
fifth edition of “Simplified Physics 
of Vapor and Thermal Insulation’ 
which has just been revised. Writ- 
ten by Alexander Schwartz, presi- 
dent of Infra Insulation, Inc., New 
York City, the booklet is offered 
free by that company to lumber- 
men, dealers, engineers, architec's, 
builders, and contractors. It pro- 
vides information they need every 
day, solves dozens of problems. 
Hundreds of universities and tech- 
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FLUSH WOOD DOORS 


give you 
greatest 









Interior or exterior, Shoreline 
is the door that gives more 
for less: it represents today’s 
outstanding value — maximum quality and 
beauty at minimum cost. 


if you’re a “reason why” man, study these features — 


Of all-wood, 7-ply construction, Shoreline’s attractive 
Birch faces are reinforced by a strong core of wood 
rails and stiles. 


Built-in air vents and passages permit free air circula- 
tion, and the entire unit is bonded with water resistant 
glue. Two lock blocks give eight-way hanging. 


In addition, Shoreline Flush doors are available in ex- 
terior or interior models to provide any room or outer 
entrance with the last word in beauty. 


This gives you an idea of Shoreline quality and 
beauty. And when cost is considered: Shoreline prices 
guarantee immediate customer interest — and sales! 


l e | > | a Distributors — it costs you 
A | Nn = nothing to investigate the 
profitable Shoreline Flush 
FLUSH- Door line. Don’t delay — 


write now for complete in- 
formation! 


WOoD 
DOOR 


Retailers — Ask us for the 
name and address of your 
nearest distributor. 


Suttons Bay, Michigan # 
Phone 71 = 


Buitptnc Propucts MERCHANDISER 





RED-I-POST 


NATIONAL SAFETY AWARD 








AWARDED 1952 TO 
THE SAWHILL MANUFACTURING COMPANY 
FOR THE RED-1-POST 

















Receiving the National Home Safety Award has given 
the adjustable “Red-I-Post” the great distinction of having 
outstanding safety features, giving better assurance of 
safer load support. 

Here is your opportunity of realizing increased post 
sales through demand for a product distinguished by its 
acceptance by the National Safety Awards Committee. 
















© 
A-10GB, A-l0P || 
STANDARD 
A-7, ®  BICLOTHESLINE 
A-9GB, A-9P POST 


CLOTHESLINE 
POST 






INSIDE 
UTILITY 
5-LINE 
DRYER 
A-14 








sf ars-t 


The “Red-I-Post” line of post products also includes 
Clothesline Posts, Lantern Posts, Mailbox Posts—all indi- 
vidually packaged in cartons for easier, more economical 
handling by you and your customers. 


For prompt information and prices write 


THE SAWHILL MANUFACTURING CO. - SHARON, PA. 


(AVAILABLE IN CANADA) 





KEEP FLOORS LEVEL AND SAFE 


THE SAWHILL MANUFACTURING COMPANY 


SHARON, PENNSYLVANIA 
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door hangers 




















RECESSED DOORS 


the Modern way 


DORFLO is a new concept of 
door function and design... a 
simple, fool-proof, scissor-like 
mechanism, cantelevered from 
within the wall. 

DORFLO makes sliding doors 
literally float in and out of their 
pockets with just a gentle pres- 
sure of the finger-tips .. - so 
easy even a child can operate it. 





@ No complicated overheod 
tracks 
@ No noisy floor runners to 
clog and jam 
@ Simple installation 
@ Available in: 
@ K-D wall sections 
@ Packaged hardware 
@ Ready-Unit sections— 
completely assembled 
wall sections including all 
hardware, finished split 


P jomb with built in steel 
Write for name of pone 


Nearest distributor 


Lep:. 5, box 300-3 
















St. Paul Park, Minn. 








AY SALES. INC. 











CONSUMERS CRACK FILLER 


(COLD WATER PUTTY) 


= For cracks, holes, and crevices in wood, 
plaster, tile, stucco, and cement. 
A “best seller” because it 
@ Dries hard 
®@ Won't crumble, chip, or fall out 
@ Stays where it's put—holds screws, 
nails, tacks 
@ Water resistant 
@ Easy to work with—can be molded, 
sanded, sawed, painted, or stained 
@ No waste—mix with water only as 
needed 
Packed in 1, 5 Ib. cartons; also 25, 50, and 
100 Ib. drums. 


Try it yourself. Find out why easier, faster re- 
pairs can mean easier, faster sales. Order from 
your wholesaler, or direct from us. 


Another ‘Product of Merit'’’ by Consumers. 





CONSUMERS GLUE CO. 


51S N. HADLEY ST ST. LOUIS 6, MO 
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nical schools use previous editions 
as a text. The editorial matter has 
been considerably expanded from 
previous editions. New installation 
and insulation techniques are given 
in detail. The “Chart of Thermal 
Insulation Values,” a highly re- 
garded and frequently consulted 
feature of previous editions has 
been amplified. For the first time a 
“Chart of Radiation and Emissivity 
of Materials,” gathering in one 
table information obtained from 
many courses on the absorptivity 
and emissivity of a large list of 
materials, is presented. For copies 
write Infra Insulation, Inc., Dept. 
AL, 525 Broadway, New York, 
m. F- 


THE MODERN PLASTIC _ 
fixture 


FOR SETTING PLUMBING 


ere 
ma cary | : 


ACK Laney 
‘ANBURG-DUNCAN CO., OKLAHO 





Sets Plumbing Easier, Faster 


Plumex, the modern plastic ma- 
terial for setting plumbing fixtures, 
has been thoroughly tested under 
all conditions for over 10 years in 
selected localities. It is said to have 
the unqualified endorsement of 
every master plumber who has used 
it. No longer is it necessary to 
struggle working up putty with oil. 
And there’s no waste either. Plum- 
ex can be used from the can when- 
ever it is needed. It is water-proof, 
will not harden in the container, 
or dry out, crack or peel away on 
the job. It is cheaper than putty 
and clean to handle. Available in 2 
Ib., 5 lb., 25 lb., and 50 Ib. contain- 
ers. Write Macklanburg - Duncan 
Co., Dept. AL, Oklahoma City 1, 
Okla, 





=== —- 
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Carbide Tipped Circular Saws 


A complete line of standard 
type and “on-the-job” engineered 
and precision fabricated tungsten 





carbide tipped circular saws, 6 in. 
to 36 in. in diameter, is announ:ed 
by Rockwell Manufacturing Com- 
pany. These saw blades cut ;\a- 
terials which are difficult or im- 
possible to cut with a saw of 
ordinary steel. They cut all wood, 
fiber boards, hardboards, lamina ‘es, 
plastics and highly abrasive ~aa- 
terials; nails, wire and similar »b- 
structions; joints in wood reidy 
for gluing. Cutting tips are ch sel 
faced ... cut on both sides of ‘he 
kerf... taper back from the cut- 
ting edges . .. and are without 


set. Smooth fast cutting results. 
Write Rockwell Tools, Inc., Dept. 
AL, 1314 Kinnear Road, Columius 
8, Ohio. 





DRIVING FURRING 
STRIP ON STAPLE 


HORIZONTAL FURRING 


Cuts Furring Costs 30 to 50°/, 


Used with “SCR” brick, concrete 
block or any other kind of block, 
these Quik-Way Furring Clips are 
said to save 30 to 50 percent in 
labor due to ease in placing brack- 
ets and time saved in aligning clips. 
Inventor Olaf Olmstead, a contrac- 
tor for 35 years, reports a fast, easy 
method of placing clips in the wall 
is to spot as many in daubs of mor- 
tar, properly spaced, as the wall 
will permit. Sidewise adjustability 
of the staple, makes it unnecessary 
to accurately line up the clips, thus 
greatly simplifying their installia- 
tion. Use of this clip permits the 
furring to be held out from the 
face of the wall approximately 4 
inch. This permits air circulation 
back of the strips and the free 
drainage of any moisture which 
might be present down the back 
face of the wall out through weep 
holes in the bottom course, Staples 
are placed in the bracket slot at 
the time of furring. The corruga ed 
galvanized brackets are laid in ‘he 
mortar joint, thus the wall is sot 
shattered by hammering or checked 
and cracked by undue pressure. | or 
literature write Peterson Produ ts 
Co., Dept. AL, 929 Milton Axve., 
Janesville, Wis. 
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Every sectional Upsweep How-ell-dor is engineered for 
the job . . . prefabricated for ready installation. There 
are 38 stock sizes of commercial and residential How-ell- 
dors, up to 30' wide; odd sizes and unusual designs are 
a specialty. New! Fre-Flyte Commercial Door, 8' to 16' 
wide and 7' to 12' high, 154" thick. 













@ New, improved WICKET OR PASS DOOR. 
12 gauge steel hinge full length of wicket door, 
which is fitted and bolted to parent door at fac- 
tory. Insures a durable, precise fit, a 75% time 
and labor saving on the job. 


AG; 


Four types... eleven models. Push button control available for any 
Write for size of sectional type door. Latest residential operator requires no 
FREE ° extra headroom. 


cariocs WRAY THE HOWELL MANUFACTURING C0., 7200 Hasbrook Avenue, Phila. 11, Pa. 











How ell-dor 


ELECTRIC 
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Genuine 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Entering Our Thirtieth Manufacturing Year 
Continuous Supply Still Available 


‘IMMEDIATE SHIPMENT 
Straight or Mixed Cars 























Pullman Sash Balances are better 

- more economical for builders 
than windows having weight boxes, 
sash weights, chains, cords and pul- 
leys. Installation is fast. Little on- 








@ Common Boards 
@ Barn and Drop Siding 
@ Sheathing 
@ Factory & Flask Lumber 
@ Knotty Pine Paneling 


THE BALANCE WITH KILN DRYING FACILITIES 


A LIFETIME GUARANTEE 


Every Pullman Sash Balance is guaranteed against 
imperfect workmanship or material during the ‘ 
lifetime of the building in which it is installed. @ e 


WRITE FOR LITERATURE Sales Office: 


1026 Chicago Title & Trust Bldg. 
CHICAGO 2, ILL. 


Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont 


the- job carpentry work is required. 
Thus labor costs are low. Pullman 
Balances are a sales aid to lumber 
deslers selling prefabricated win- 
dows and Pullman Balances asa unit. _ <4 
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New Portable Routers 


Stanley Electric Tools is market- 
ing new two and three horsepower 
portable routers for routing stair 
stringers, chamfering heavy tim- 
ber, boat building, etc. Entirely re- 
designed, the R22 (2 hp.) has 
exclusive safety features—the 
switch trigger-located for easy op- 
eration while a firm grip is re- 
tained on the handles; and the de- 
sign of the router prevents rolling 
when placed on its side. Other new 
features which make this router a 
leader in the electric tool field and 
a finer all-around router than the 
previous model (R2) are the pol- 
ished aluminum die cast housing 
and base (approximately 15 pounds 
lighter—easier to handle); over- 
sized sealed-for-life ball bearings; 


new style non-slip collet type chuck; 
and the new high speed motor 
which runs at 18,000 rpm as against 
the former R2’s 15,000 rpm. The 
R22 comes equipped with a micro- 
meter depth adjustment. Motor 
casing is threaded and carries a 
graduated metal ring—one com- 
plete turn raises or lowers the 
motor 1%” in base. Write The Stan- 
ley Works, Dept. AL, New Britain, 
Conn. 


ODORLESS 
ONE COAT 
flag FINISH 


312 ‘ 
DUSTY BLUE 





Paints in Odorless Form 


Completely odorless paints in 
every interior finish and a full 
selection of colors, are the latest 
development in the decorating field 
and should prove to be a boon to 





establishments where the presencef” 
of obnoxious paint odors is harmtulf 
to merchandise or disturbing tof 
these who occupy or visit the prem-f 


ises. 
interior oil-base paints is now avail- 
able in ~ gloss, semi-gloss, flat, 
enamel, floor paint and varnish. 


pioneering research led to the 
first odor-free paint in 1949. It 
was made then in flat white only. 
Every interior surface may now be 
painted while people are in the 
same room. If space limitations 
make this impractical, it is possi- 
ble to use the room immediately 
after painting, or within the few 
hours necessary for the surface to 
dry, without any trace of paint 
odor. Write Keystone Paint and 
Varnish Corporation, Dept. AL, 
71 Otsego St., Brooklyn 31, N. Y. 


New Spring Loaded Catch 


The Corbin Cabinet Lock Division 
of The American Hardware Cor- 
poration has just introduced a new 
Spring Loaded Catch with a con- 
cealed spring. This new Compres- 
sion Spring Draw Pull Catch meets 
U. S. Signal Corps specifications. 
Designed for compressing gaskets 
and made for heavy-duty service. 
Can be mounted on metal or wood. 


Flush surface (no protruding 





Selected Lumber 


trom Selected ATs! 


ODN BEZANG eral 


ona 
JMBER CO. 


American Bank Bidg., Portland 5, Oregon 


N Phone AT 7245...Teletype PD 131 
J 





downs, 
losses! 








Takes only one man— 
any man — with a 
SILENT HOIST Electric- 
Driven Capstan Car 
Puller, to move 1 to 20 
cars bulging with build- § 
ing supplies! Nogroan- & 
ing, no sweating, no } 
back-breaking...no in- 
juries, no truck break- 
no downtime 
Engineered to 
work in the worst 
weather, heat, or cold, 
it serves for years and 
years without oiling or other attention... and it 
costs so little! You'll be amazed how it boosts 
production and profits. You’ll wonder how you 
ever got along without it. Join the hundreds of 
users who swear by the SILENT HOIST Car Puller. 
Write today for Bulletin No. 64A. 


SILENT HOIST & CRANE CO., 860 63rd ST., BROOKLYN 20, N.Y: 


WHY WASTE MOVING RR CARS 


BY YESTERDAY’S METHODS ! 





The new full-line of odorless F 


P| 


The manufacturer is the firm whose | 
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WEATHERSTRIP \ 
for Steel and Aluminum Casements 





@ Eliminates Binding 


@ Eliminates Closure 
Interference 


@ Stays in place perma- 
nently 


@ Fits all standard 
Steel and Aluminum 
window units 


@ Specially designed weatherstrip 
of high tempered spring Bronze or 
Aluminum. Of least thickness to 
save fuel by eliminating binding or closure interference. Per- 
mits close clamping to the steel or aluminum sections reinforced 
at corners with drive-ins — assuring permanence and preventing 
possible removal or misalignment. 


U.S. Patent No. anit 
117,973 


Write today for samples and prices 


PROTE 


WEATHERSTRIP 
PN LU Nonael-d. [caese) 


4500 South Western Ave. 
fed iLey-\clo Ma: mmm Gal le) h 
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make 
more 
sales 

--- more 






definitely to your advantage to investigate 
sales possibilities of the THOMASON Flush Door | 
in your territory. Ul 
WRITE TODAY FOR NAME O 
YOUR NEAREST DISTRIBUT 


t 


tors 
Ni 


THOMASO 


PLYWOOD CORPORATION 


FAYETTEVILLE »« NORTH CAROLINA 
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Casing and Base Patterns 
Standardized by Mills 
in the Western Pine Region 


ORDER THEM BY NUMBER! 











New 16-page pamphlet 
illustrates each patter 


in full-size detail. 





Now you can order any of these 114 casing and 
base patterns by WP number from any mill of the 
Western Pine Association and be sure they conform 
in size, shape and detail! 


Get your FREE copy of this new pamphlet G-22. 
See for yourself how easy it is to get the casing and 
base patterns you need. 


Write today to 
WESTERN PINE ASSOCIATION 
YEON BUILDING ¢ PORTLAND 4, OREGON 





IDAHO WHITE PINE 
PONDEROSA PINE * SUGAR PINE 


THESE ARE THE 
WESTERN PINES 


THESE ARE LARCH * DOUGLAS FIR 
THE ASSOCIATED WHITE FIR * ENGELMANN SPRUCE 
woops INCENSE CEDAR * RED CEDAR 


LODGEPOLE PINE 





WOODS FROM 


WELL MANUFACTURED 
THOROUGHLY SEASONED 
CAREFULLY GRADED 


100 


Cette9 3 Meno i wroming 
nae i 
eo 


A PING 
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parts) concealed springs. Approxi- 
mately 60 pound load at 4%” max- 
imum deflection. Withstands 60 lb. 
Pull Test. Top piece is designed 
(for catch protection) to withstand 
400 to 500 lb. pull. Proper position- 
ing to catch and strike automati- 
cally adjusts springs to proper hold- 
ing tension. No. 15834 overall di- 
mensions 2 43/64”x114’"x34”. Write 
the American Hardware Corpora- 
tion, Dept. AL, New Britain, Conn. 


TFC Ornamental Wrought lron 


The Tennessee Fabricating Com- 
pany’s foundry and shops in Mem- 
phis, Tenn., form one of the nation’s 
foremost manufacturing plants for 
producing authentic hand wrought 
ironwork. Almost a lost art, due to 
the diminishing number of artisans 
in the trade, TFC is fortunate in 
having several of the very few in the 
entire nation whose families have 
kept alive the art of genuine hand 
wrought ironwork. Their duties are 
to train and supervise the men in 
this production. They are also assisted 
in the supervision by experienced 
design engineers to assure accuracy 
in structural strength and architec- 
tural beauty. More than 45,000 sq. ft. 
of floor space is devoted to the finest 
in ornamental ironwork for every 
purpose. The company’s catalog enti- 
tled “Ornamental Wrought Iron” pro- 
vides a guide to the finest creations 
in world-famous wrought ornamental 
iron. Many of the columns, railings, 
balconies, etc., shown in its pages, 





are standard TFC patterns. By com- 
bining different designs under proper 
guidance for correct use, an endless 
variety of unusual and completely 
original treatments can be created. 
Designs from your own sketch or 
photograph can also be hand wrought 
to exact specifications. The TFC staff 
is qualified to design or reproduce 
outstanding ironwork for any appli- 
cation. For copy of TFC’s catalog, 
write Tennessee Fabricating Com- 
pany, Dept AL, 1490 Grimes St., Mem- 
phis, Tenn. 








If you think it’s a 
man’s world, read 
about this woman 
lumber buyer on 
Page 80. 

















Sash Cord in New Carton 


Kendale Solid Braided Cotton 
Sash Cord is now available in a 
new window type carton. This 
carton, in chartreuse and brown, 
holds 100 feet of sash cord and is 
connected by a continuous loop to 
a second similar carton. The win- 
dow makes it possible to see the 
cord without letting dirt penetrate 
the carton, and the loop not only 
provides a handle for carrying the 
double package but gives the cus- 
tomer an opportunity to feel the 
texture of the sash cord before 
buying. Write Puritan Cordage 
Mills, Inc., Dept. AL, Louisville 6, 
Ky. 








For The TIMES AHEAD... . 
Money Invested In A WSU) 





Write for further details. 


Is Insurance of ENDURANCE 


A rugged, dependable, fast machine of more than a thousand uses 


Compound Mitering - Cross Cutting - Rabbeting - Dadoing - Ripping - Shaping 
Fluting - Ploughing and many more operations are possible using this versatile 
machine. 


Immediate Delivery on 2 to 714 HP 


A STURDY SAW MADE TO MAKE MONEY FOR YOU 
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WILSON SAW 
ovsion MEDIA MACHINE WORKS, INC. 
Est. 1922 632 Park Ave., Media, Pennsylvania, U.S.A. 
ae NE an semen 
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OAK 
FLOORING 


FROM URANIA'S 
MODERN FLOORING PLANT 


SHIPPED IN MIXED CARS 


with 
Southern Pine — Southern Hardwoods 


Urania's Oak Flooring is consistently the best. 
It's preferred stock because of its superior quality 
and dependability. It's bright, clean, good-look- 
ing. It's manufactured with the latest, modern 
equipment. 


And you receive prompt, courteous service with 


each order you place with Urania. 


PUP WGU0 NOOES UD FOb ns ccc csuiecsdacacancms 


Urania Lumber Co. 


LUMBER MANUFACTURERS AND 
TREE FARMERS 


Urania, Louisiana 


Member 
S.P.A. — S.P.1.B. — S.H.P.I. 


| A TIME-TESTED SOURCE OF SUPPLY 


























] EWAY 


Sectional 


Aluminum 
Lamp Post Ti. 


Overall Base Top 
Length Section Section 


814 ft. a 4” 
DeLuxe 8), ft. 4” 3” 
Special 814 ft. 3” 3” 

1 and #2 adjustable in height. 3”, 314” 

dapter furnished to fit lantern collar. 


ALL COPPER 
LANTERNS 


Overall 





ALP # 
ALP # 
ALP # 
"ALP 
or 4” 


Custom 






Height Square 
No. S-t The Newport 24” 13” 
No. S-2. The Mayfair 20” 1044” 
No. 5-3: The Hampshire 17” , 


Lanterns finished in Satin Black. 


LITEWAY WY 0 2 @ AE @1@) ° 8 om 
Box 798 MIDDLETOWN, CONN. 
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THE AIR with 


“MIDGET LOUVERS” 


Efficient sidewall venti- 
lation for new or old 
structures! Helps prevent 
condensation and moisture 
blistering. Easy to install. 
2 styles—for indoor or 
outdoor use—both with 
built-in insect screens. All- 
aluminum. 5 sizes—1” to 4”. 


Use on sidewalls, flat roofs, 
eaves and soffits, gables, 
unexcavated areas, finished 


basement walls, cupboards, closets, storm sash, 
etc. Write for information. 


GIVE CONDENSATION 


\ 


MIDGET LOUVER CO. 


6-8 WALL STREET © NORWALK, CONN, 









Set ‘with 


MIXED CARS 
A SPECIALTY. 
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NEW! 
the SAMCOE MAR-KEE 


a distinctive canopy that's a 
“sales-maker" 


’ 

! 

' 

1 

' 

' 

' 

' 

' 

' 

! 

1 

' 

' 

: A highly decorative and _ protective 
1 canopy. May be used on more luxurious 
+ homes where standard metal awnings 
1 would appear out of place. May be in- 
! stalled in an hour. Can be sold at a 
1 handsome profit at less than '/2 the cost 
} of a custom-built unit. 

1 Wood construction. Roof covered with 
; galvanized iron. Gutters and rain spout. 
1 Furnished with canopy brackets. Painted 
| | coat prime white. Ceiling doorway for 
' light furnished as an extra. 

: 

' 

' 

' 

' 

' 

: 

' 

: 

' 

' 

i 

t 

' 


SPECIAL INTRODUCTORY OFFER 
(dealers only 


MAR-Kee No. 2760 (30'' wide x 66" 
long x 23'' high). Shipped f.o.b. Buffalo, 
on receipt of your check for $52.59. 


MONEY BACK GUARANTEE 


(Return to us freight collect, if not 
satisfied) 


WM. J. SAMCOE IRON COMPANY 


917 Military Road Buffalo 17, N. Y. 


ACOUSTICAL TILE NAILS 
side designed for the 





When installing acoustical tile choose a 
job-designed nail that combines ease of 
application with these special features: a 
head end which allows the nail to be 
driven home without damaging the tiles 
...@ collar which holds the tiles firmly in 
place...annular threading which gives su- 
perior holding power. The nails are fur- 
nished with a plated finish to prevent rust 
streaks where moisture is present. Send 
for free samples and descriptive literature. 


JOHN HASSALL, INC. 


156 Clay Street 
Brooklyn 22, N. Y. 








NAMES IN THE NEWS 





THE WEATHERMASTER Jalousie and Window Manufacturing Company of 








Miami, Fla., makers of glass louvered windows, doors and allied products, has 
applied the traditional “show must go on” spirit to industry by carrying on 
its entire manufacturing processes under circus tents while it awaits completion 


of its new quarter-million dollar plant. 


Production Continues 


Weathermaster, like scores. of 
other Miami firms, was faced with 
evacuation of its former plant in 
Opa Locka, Fla., due to the reactiva- 
tion of that area by the United 
States Marines. When the final day 
of removal arrived on June 30 and 
its new plant in North Miami barely 
past the ground-breaking stage. 
Weathermaster either had to shut 
down completely, seriously hampering 
its production schedule and putting 
148 employes out of work—to say 
nothing of the adverse effect on 
countless salesmen and _ dealers 
through the country, or carry on. 
Carry on they did. After contacting 
Ringling Brothers for advice, the 


company purchased three huge circus 
tents and erected them adjacent to 
the new building site. All equip- 
ment was moved under the “big top” 
without a serious hitch in production. 
E. L. Denison, general manager of 
the Weathermaster Jalousie & Win- 
dow Manufacturing Company said 
the firm expected to be operating 
under tents for 60 days before mov- 
ing into their new building. 
Further evidence of the company’s 
progressive spirit was the volunteer- 
ing of the Weathermaster employes 
to manufacture all of the glass 


louvered windows for the new build- | 
ing on their own time, without con-} 


pensation. 





New Plant Completed for Self-Storing Window Company 


A new plant 
with greatly im- 
proved production 
facilities has just 
been completed 
for the Self-Stor- 
ing Window 
Company, Inc., 
5901 Wayzata 
Blvd., Minneap- 
olis, Minn. 

The new build- 
ing affords 20,000 
square feet of of- 
fice and factory 
floor space, plus 
expansion space 
of 60,000 square 
feet. The new 
structure will 
house general of- 
fices for both 
local retail and 
national sales as 
well as assembly facilities. 

The Self-Storing Window Company 
manufactures the Self-Storing line of 
Sliding Glasswalls, a floor-to-ceiling 
porch and breezeway enclosure. 

One of the primary purposes of the 
plant expansion program is to offer 
complete service on aluminum win- 
dows to greatly expanded distribu- 
tion areas. 

Production facilities have been in- 





creased tremendously with the new 


plant in order to assure prompt de- | 


livery of the Raymor units. Con- 
siderable automatic equipment has 


been added to the plant to assist in | 


the improved production program. 
Company officers include 


vice-president; Allen Knollenberg, 
treasurer; and Elmer  Schunie!, 
secretary. 
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Canadian Wood Products 
On Exhibit in New Orleans 


'Canadian wood products are fea- 
tured in the first exhibit organized 
by Canada in International Trade 
Mart, New Orleans, La. 

The showroom, which was opened 
to the public recently, contains a 
cross section of manufactured wood 
products now being offered to the 
export trade. The display includes 
bireh and maple veneers, plywood, 
furniture woods, flooring, doors, box 
shooks, turned and molded wooden- 
ware. 

Gerald Newman, Canadian Consul 
and Trade Commissioner to New 
Orleans, said that wood and wood 
products constitute one of Canada’s 
most important exports to the U. S. 
A number of manufactured wood 
lines are already in distribution in 
the south and other parts of the 


United States. 

A considerable part of Canada’s 
timber, Mr. Newman said, finds its 
way into the world markets in the 
form of newsprint. 
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Hardwood Distributors Meet 


The Pacific Coast Wholesale Hard- 
wood Distributors Association held 
its 29th annual convention at the Del 
Monte Lodge at Pebble Beach, Calif., 
June 19, 20, 21. There were mem- 
bers present from San Diego, Los 
Angeles, San Francisco, Oakland, Ta- 
coma, Portland, Seattle, and Van- 
couver. 

L. B. Cutler of Vancouver was 
elected president, while F. J. Smales 
of Los Angeles, was elected vice- 
president, and “Bud” Roddis of Ta- 
coma, secretary. 





Etling Re-Elected President 


Harold A. Etling, inventor of the 
Ktling window, has been re-elected 
president and a director of Weather- 


Seal, Inc., Barberton, Ohio, by its 
stockholders. 
In addition to the Etling window, 


W eather-Seal also. manufactures 
Storm-screen windows and doors, and 
Operates two lumber merchandising 
subsidiaries — Barberton Wholesale 
Lumber Co., and Lyman-Hawkins 
Lumber Co., Akron, Ohio. 

Other officers re-elected by the 
Stockholders are: 

Joseph A. Griffith, executive vice- 
president; Gordon E. Hunt, vice- 
president in charge of sales; Wil- 
liam A. King, vice-president in charge 
ot production; .William H. Jenkins, 
treasurer; Clarence H. Meacham, sec- 
retary; and Edwin V. Garman, as- 
Sistant secretary. 
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CALDER Manufacturing Co., Lancaste 

















EASIEST TO SELL | 
All YEAR ’ROUND 
...always profitable! 





i 





SISALKRAFT: the BEST BUY in pro- 
tective paper is the BEST SELLER! Immediate de- 
liveries suggest it’s a good time right now to stock 
up for the demand tomorrow. 


You can tie in the sale of SESSALKRAFT with 
many other materials, for protection on the job. 
For instance, with every sale of cement, suggest 
SISALKRAFT for curing and protection. Lumber, 
aggregates, etc., also need this protection on the job. 

For every farmer who comes into your yard, 
SISALKRAFT has many uses. Talk up ALL the 
applications. Display rolls of SISALKRAFT. You'll 
sell more. 

Stock it in widths of 36”, 48”, 60” 
72”, 84”, 96” . . . all popular. 


SISALATION: The modern low-cost re- 


flective insulation and vapor-barrier combined. 
Stock it now in 36” and 48” widths. ) 


NATIONALLY ADVERTISED to help create sales for you. 


FOR FREE SAMPLES, POSTERS, AD MATS and 
LITERATURE Write Dept. AL-8. 


SISAL- REINFORCED 
PROTECTIVE PAPERS 


THE SISALKRAFT i 205 W. Wacker Drive, CHICAGO 6, ILL. 


NEW YORK 17, N.Y. ° SAN FRANCISCO 5, CALIF. 
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Youngstown Kitchens Display in 


Youngstown Kitchens opened its 
factory display room in San Fran- 
cisco’s Western Merchandise Mart in 
June. Every item in the Youngs- 
town Kitchens line is shown. The 
display also contains offices that serve 
as headquarters for the firm’s West- 
ern Division of which Morris D. Dur- 
ham is manager. 

Cheerful colors are used through- 
out the display in the floor coverings, 
base cabinet tops, walls, curtains 
and knick-knacks. Kitchen arrange- 
ments are varied and each kitchen is 


TEN permanent 
Youngstown Kit- 
chen installations 
are located behind 
this entrance to 
the firm’s new fac- 
tory display in the 
Western Merchan- 
dise Mart. The dis- 
play is open to re- 
tail dealers, home 
builders and _ to 
the public. 


San Francisco 


individually lighted. 

Located on the ground floor, the 
3200 square foot display area has 
four windows on Market Street. One 
will be used to show current promo- 
tions, two contain permanent displays 
and the fourth is part of a lounge 
area. The entire display may be seen 
from the street. 

Focal point for Western merchan- 
dising activities, the Mart records 
more than 80,000 buyer visits annu- 
ally. More than 2,500 exhibitors 
show their wares on the nine floors. 














FLAVELLE CEDAR LIMITED 


Manufacturers of 


B. C. Red Cedar Siding 


and Shingles 
PORT MOODY, B. C., Canada 











W. R. Wrape Stave Company — Industrial Lumber Company 
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Dixie Brand Oak Flooring — Oak Dimension Stair Treads 


Little Rock, Arkansas 
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Oak Trim and Moulding 
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The Stanley Works Leases 
New Offices in New York City 


The leasing of seven large offices 
in a modern building at 40 Worth 
St., New York, N. Y., and the re- 
establishment of offices and saljes- 
rooms for domestic business was «n- 
nounced by R. W. Chamberlain, vi:e- 
president in charge of sales, “he 
Stanley Works, New Britain, Conn. 
According to Mr. Chamberlain  e- 
location of the New York office will 
provide up-to-date quarters and bet- 
ter service facilities. Charles Pincus, 
New York district sales manager of 
The Stanley Works, has been sp- 
pointed office manager of the new 
offices, in addition to his regu'ar 
duties. 

Acquired by The Stanley Works in 
1912, the old building at 100 Lafayeite 
St. had been the main New York 
office and warehouse for domestic and 
foreign business since its original 
occupation. No products, however, 
will be warehoused at the new offices 
at 40 Worth Street. With the trans- 
fer of the firm’s export division in 
May of this year from New York 
City to the Stanley Tools building, 
New Britain, Conn., the need for 
such a large building was eliminated 

Included in the move of the New 
York offices to 40 Worth Street are 
the following divisions: hardware, 
hand tools, electric tools, steel strap- 
ping and steel. The service depart- 
ment of Stanley Electric Tools has 
also moved to the new location. 


Hardwood Lumber 
Convention September 22-25 


The National Hardwood Lumber 
Association wili hold its 55th annual 
convention September 22-25 at Bos- 
ton, Mass. 

Speakers will include Kenneth Mc- 
Farland, guest lecturer for Readers 
Digest, General Motors and an edu- 
eational director of the American 
Trucking Assn. Prof. Sumner Slich- 
ter, Harvard Business School, will be 
the other featured speaker. 


Lightweight Perlite Columns 
Pass New Fire Tests 


The thinnest, lightest, most com- 
pact construction designed to provide 
2, 3 or 4 hour fire protection for 
structural steel columns has passed 
final fire tests at the Underwriters’ 
Laboratories in Chicago, according ‘0 
an announcement by the Perlite Inst} 
tute and Metal Lath Manufactures 
Assn., co-sponsors of an extensiv 
research and fire testing program. 

Final test in the recently complet: 
series showed that a thin, 1% i». 
coating of lightweight Perlite-gy)- 
sum plaster on self-furring met*! 
lath is sufficient to provide 3%4-houwr 
fire protection for steel columns. in 
previous tests using the same bas:¢ 
construction, a one-inch thickness «f 
Perlite-gypsum plaster received 4 
two-hour fire retardant rating, whi ¢ 
a 1% in. thickness was given a foi! 
hour rating, the maximum requir: | 
by any building code in the Unite‘ 
States. Write Perlite Institute, ©) 
W. 58rd St., New York 19, N. Y. 
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— —1_PROFITS for YOU! 
English Type = eee = 
RAILand HURDLE | you SELL FENCE 


- E N CE We Carry Inventory 


Will ship, in your name, from 
ALL TYPES 


our Yards in Toledo and 
For Estates or smaller Homesites. 


West Virginia 
FOR LONG LIFE 


Entire fence (posts and rails) 
treated with nationally known 


PENTA PRESERVATIVE 


se seiagsoaitstnmec ovstanaeanatil 






























Choose DIAMOND HARD-—that fine qual- 
ity maple flooring from J. W. Wells, 
Menominee, Michigan. Used by builders year after year, 
DIAMOND HARD is ideal for homes, schools, industrial 
jobs — wherever superior flooring is 
desired. For economy, builders praise 
DIAMOND HARD 2nd & 
3rd Grades, too! They’re 
long on wearability. 


; Whatever your flooring 


needs, we can fill 
them! 


J. W. WELLS LUMBER COMPANY 


Menominee, Michigan 








Par. NO 
4a9029 
HERS PEND. 


THE NEW 
DOOR AND FRAME 
PACKAGED UNIT 






ale ). 
) Whee 
Sare a shocking amount of time spent fud 


1g with power tools —With READY READY HUNG DOOR CoRP., DEPT. 8 
Hi NG DOORS power tools aren't needed. FORT WORTH 2, TEXAS 
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for Asbestos Siding 
for Lap or Bevel Siding 
for Wood Shingle Siding 


ee 


& 


They save application time and 
money, add to appearance and 
durability. Kokomo Korners  sim- 
plify fitting, eliminate split siding, 
and planing or cutting at corners. Corners for 
wood bevel siding are aluminum, others are zinc, 
some available in colors. Holes provided where 
they are to be nailed. For complete details and 
free samples write— 














Blt BUGHER MANUFACTURING CO. 


Kokomo, Ind. 


Sa\4 211 S. Main St. 
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Kiln Dried PONDEROSA 


and 


SUGAR PINE LUMBER 





@ Selects 
@ Mouldings 
@ Shop 
@ Knotty Pine 
Paneling 
Shiplap — Stepping — 
Center Match — Dimension 








EXCELLENT 
CRAFTSMANSHIP 


STRAIGHT OR 
MIXED CARS 














GRASS VALLEY LUMBER CO. 


Loomis, California 
MEMBER WESTERN PINE ASSOCIATION 











Note to lumber dealers everywhere: 


Make big profits by 
selling Kentile for 
self-installation 


e OFFER your customers the country’s fastest-selling 
flooring product . . . the Asphalt Tile everybody knows 
and wants! Sell quality-famous Kentile for low-cost 
home installation and build the profitable business 
that comes from volume over-the-counter sales. 

For full information, contact your local Kentile 
Sales Representative or write any of the conveniently 
located Kentile, Inc. offices listed below. 


KENTILE. 


The Asphalt Tile of Enduring Beauty 


KENTILE, INC., 58 Second Avenue, Brooklyn 15, New York © 350 Fifth 
Avenue, New York 1, N. Y. © 705 Architects Building, 17th and Sansom 
Streets, Philadelphia 3, Pennsylvania © 1211 NBC Building, Cleveland 14, Ohio 
225 Moore Street, S.E., Atlanta 2, Georgia * 2020 Walnut Street, Kansas City 
8, Missouri * 1440 11th Street, Denver 4, Colorado © 4532 South Kolin 
Avenue, Chicago 32, Illinois ° 1113 Vine Street, Houston 1, Texas 
4501 Santa Fe Avenue, Los Angeles 58, California ° 95 Market Street, 
Oakland 4, California e _ 452 Statler Building, Boston 16, Massachusetts 
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sources of EXTRA 


4 PROFIT for You 


1. Sell Shinglstik with Every 





ANN 


Asphalt Shingle Sale. 


2. Sell Shinglstik to Prevent 
Wind Damage to Existing 
Roofs. 


There’s something missing from your customer's 
roof when wind tears loose his asphalt 
shingles . . . and there’s something missing 
from your profit ledger when you miss selling 
the complete package . . . SHINGLSTIK 

with every asphalt shingle sale. Send for your 
free sample and learn how SHINGLSTIK, 

the only tailor-manufactured asphalt shingle 
sealer, does a better job on asphalt shingle 
roofs and for your pocketbook. 













FOR FREE TEST-SAMPLE 


without suppliers name. Sample distri- 
bution limited to territory between the 
Allegheny and Rocky Mountains. 


WAGNER 
GARAGE DOORS 
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“ROLLEZY" 

AND "GLIDEOVER"—A wide range of over- 
head models and sizes from 8’ x 6' 6" to 
24' x 24' to meet all residential and com- 
mercial requirements. 

“AUTOMATIC 

ELECTRIC DOORMAN"—Push-button oper- 
ator for opening and closing ANY make of 
sectional overhead and most one-piece doors. 
WAGNER ALSO MAKES—Saw horse trestles, 
scaffold, roof, and folding ladder brackets 
and hardware specialties. Ask for Bulletins. 


Wagner Manufacturing Co. 


Box AL-52, Cedar Falls, lowa 
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Send correspondence (postcard or letter) to: i 
Shinglstik 

Truman Road 4 
Kansas City, Mo. | 
Include your name, ei sed and —_ 
plete address including brand name of 4 
asphalt shingles you carry. i 
Note: Samples cannot be distributed 
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Left to right F, 
R. Weddington, 


Kk. Y. Boynton, J. 
W. Collins, oy 
Gaither, G. H, 


Zimmerman, \Vil- 
Ike Kampmann, 
Jr., and Mrs. 
liam Baird, Mrs. 
Frank Baird, Mrs. 
Courtlandt Van 
Clief. 


Texas Firm Adopts Company Emblem 


Wm. Cameron & Co., one of Amer- 
ica’s oldest and largest distributors of 
building products recently adopted 
a company emblem in the form of 


a shield bearing the words: Cam- 
eron, Capable, Dependable. Also in- 
cluded on the shield is the line 


“Since 1868”. 

Two years ago, this 84-year old 
concern started on a program of ex- 
pansion and modernization that has 
so far brought about the building of 
numerous new wholesale plants and 
retail yards. All of the company’s 
103 operations have undergone some 
kind of improvement, replacement or 
modernization. 

In line with the physical build-up 
and expansion of the operations an 
aggressive advertising and public re- 


lations program was put into effect. 
The shield, which is an adaptation 
of the family shield of the founder, 
Wm. Cameron, is now used in every 
recognized form of advertising and 
promotion. 








Net profits for 
dealers are down 
in Ohio, Kentucky 
and Tennessee. 
See the vital sta- 
tistics on Pages 
62, 64. 

















Premier Award to Marsh Wall 


The national consumer advertising 
campaign in general magazines for 
Marsh Wall Products, Inec., Dover, 
Ohio, received the Premier Award 
in the National Advertising Agency 
Network’s 1952 Annual Creative 
Competition. Presenting this top 
award to Marsh, executive 
vice-president is Paul Kohler, vice- 
president of Howard Swink Advertis- 
ing Agency, Inc., Marion, Ohio, who 
handles Marsh advertising. 

The award was made at the NAAN 
21st Annnual Convention at Skytop 
Club, Skytop, Pa. There were 337 
entries from 27 advertising agencies 
in the competition. 


Bradfield Lumber Company 
in Business 25 Years 


The Miles D. Bradfield Lumber 
Company, Boulder, Colo., celebrated 
its twenty-fifth anniversary, the lat- 
ter part of May. A full page news- 
paper advertisement invited the pub- 
lic to an open house. 

It was in 1927 that the Mawson- 
Bradfield Lumber Co., purchased a 
lumber business in Boulder from the 
Lyons Lumber Co. Mr. Bradfield, 
who was employed at Fort Collins in 
the lumber business went to Boulder 
as the manager and as the junior 
partner in the firm. Through the 
years he acquired more stock from 
the corporation and in 1946 all stock 
held by R. Irl Mawson. The name 
of the company was then changed to 
the Miles D. Bradfield. 

Mr. Bradfield is a past president of 
the Mountain States Lumber Dealers 
Association, having held the office in 
1944-45. He is now on the national 
public relation committee. 

He has served Boulder in many 
capacities. He was chairman of ‘he 
Community Chest campaigns of bith 
1936 and 1937. He served thee 
terms of three years each on ‘he 
board of directors of the Chamer 
of Commerce and was its presid nt 
in 1934. 

Robert Miles Bradfield, son of \r. 
and Mrs. Miles D. Bradfield, has been 
associated with the Bradfield Lumber 
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company since his return from mili- 
tar’ service in the Philippines and 
Korea in World War II. He is a 
gra \uate of Boulder high school and 
ree. 'ved a bachelor of science degree 
in xrehitectural engineering at the 
University in June, 1950. His posi- 
tion is sales manager. 

Tie Bradfield lumber company has 
greatly expanded in the 25 years— 
keeping abreast of the growth of 
Boulder. The lumber yard was fea- 
tured in the April issue of Western 
Building in an article “They Doubled 
Yard Capacity.” 

George Zimmerman is the oldest 
employe of the Bradfield company in 
years of service with it. Lyle Kent 
is yard superintendent; Mary Beth 
Padfield, office records clerk, and Carl 
Conrad, manager of the paint and 
hardware department. 

Mrs. Blanche B. Bradfield is secre- 
tary of the company. 


-B.M.E.A. Elects Donald 


Crooks President 


The thirteenth 
annual meeting 
of the Building 
Material Exhibi- 
tors Association 
was recently held 
at the LaSalle 
Hotel in Chicago. 

B.M.E.A., as it 
is properly called, 
is an association 
of approximately 
40 building ma- 
terial manufacturers who participate 
in the state and regional annual build- 
ing material conventions. This group 
works with convention managers in 
promoting effective exhibit displays, 
establishes recommended procedure 
for good exhibit practice, endeavors 
to eliminate convention conflicts, and 
in general is vitally interested in the 
over-all well being of building ma- 
terial conventions. 

A summary of comments about the 
1952 convention season, i.e.; building 
material conventions held from Jan- 
uary through April, discussion of 
making the B.M.E.A. “Oscar” awards 
program available to dealers in 12 
state and regional areas; and a re- 
view of the tentative 1953 convention 
schedule were the major items on 
the agenda. 

_ «A highlight of this luncheon meet- 
ing was the nomination of new 
officers by Chairman Gordon O’Reilly 
of ‘he Ford Roofing Co. 

l’onald M. Crooks, of the Kochton 
Ply vood & Veneer Company, was 
ele-ted association president. Mr. 
Crooks is one of the charter members 
of 8.M.E.A. having participated in 
its growth since 1940. 

_Harold H. Whittemore, western di- 
Vision manager of the Flintkote Com- 
pany was _ elected _ vice-president. 
Richard G. Breeden Jr. was elected 
Secietary-treasurer. 

On behalf of B.M.E.A. Earl Boyle, 
of the Johns-Manville Sales Corpora- 
tion, presented the retiring President 
Russell E. Dean, of Bennett-Ireland, a 
double pen desk set with an engraved 
Plaque across the top that read: 
Russell E. Dean, from his friends in 
B.M.E.A. 

Russell Dean had been president of 
B.M.E.A. for two years. 


Donald M. Crooks 
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Charles Cruikshank Retires at 82 


Charles A. Cruikshank, 82, execu- 
tive vice-president of the Cruikshank 
Lumber Company, Hannibal, Mo., has 
retired after 63 years in the lumber 
business. He is now making his home 
with his son, Charles A. Cruikshank, 
a lumber broker of Everett, Wash. 
The Cruikshank family had been iden- 
tified with the lumber industry in 
Hannibal for nearly 100 years. 

The elder Cruikshank entered the 
lumber business in Hannibal shortly 
after he reached his 19th birthday 
and after graduation from college. 
He first entered the coal business, 
then became engaged in the lumber 
business with his brother, and later 
was associated with his father in his 
lumber interest. 


Mr. Cruikshank has been a member 
of the Hannibal Chamber of Com- 
merce since its organization. Down 
through the years he has served on 
many of the chamber’s committees 
and was a member of the first com- 
mercial club organized in the city 
which later developed into the pres- 
ent chamber of commerce. 

Being a _ baseball fan, Charles 
Cruikshank, with a group of Hannibal 
citizens, brought organized baseball 
to Hannibal. He was president of 
a Missouri Association in 

The Cruikshank lumber company 
on North Main street is now man- 
aged by G. H. Riedel, general man- 
ager. His father, Henry Riedel, pre- 
siding judge of the Marion county 
court, is president of the firm. 








MODERN 
GLIDE 


SLIDING DOOR UNITS 


ARE PACKAGED 
ndiield (ae 


Less Inventory 
Less Freight 
Ease of Assembly 








Modern Glide pocket units or wardrobe headers 
can be sent right to the job site in the pack- 
age—or from the shelf to job in package. 
Packaging knocked down means easy handling, 
more shelf space, reduced costs. 





On the job site they're all ready to place in 
position. Just nail in—no special carpentry 
needed. Plaster and wallboard can be af- 
fixed immediately. No time lost by building 
up pockets on the site. 


and MODERN GLIDE has 
these advantages too! 


The new Sliding Door Wardrobe pictured above answers homeowner 
demands for more wall space, more usable floor area. This unit, 
featuring overhead storage space, comes complete with sliding doors 
top and bottom—and, like Modern Glide's ‘'In-the-Wall' Rolling 
Doors and By-Passing Doors, is perfect for New Home building and 
the big Remadeling Market. 


All Modern Glide units and wardrobe headers are designed to carry ; . 
any type or style of door. This enables the homeowner to match or harmonize doors with 
his other woodwork. Finish trim, too, may be matched. 


Savings In space and material (therefore money) are well-known advantages of sliding doors. 
With Modern Glide units your customers get perfect installation and operation for a life- 
time of satisfaction—and Modern Glide packaging gives both builder and dealer a new, 
valuable approach to simplified stocking and construction. 


SOLD DIRECT ONLY! Dealers and Builders — write today for complete information. 


MODERN GLIDE stininc poor FRAME COMPANY 





11690 Cloverdale Ave., Detroit 4, Mich. 
TExas 4-8298 
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National Overhead Door Assn. 


Formed in California 

With the tremendous boom in popu- 
larity of overhead garage doors in the 
past decade, the National Overhead 
Garage Door Association has just been 
formed under a California corporate 
structure to set up standards of qual- 
ity and safety for this building appli- 
ance. 

“Few persons technically concerned 
and much less the general public know 
what to look for and what dangers to 
avoid when installing an overhead 
door,’ Roscoe Fowler, president of 
Sturdee Steel Products of Los Angeles 
and one of the founders of the asso- 
ciation, declared. 

Safety codes and standard practices 
have been built around the installation 
of wiring, plumbing and other building 
trades, Fowler pointed out, but the 
overhead door business boomed up 
ahead of such regulations. He added: 

“Lack of door hardware specifica- 
tions leaves homeowners, architects 
and contractors with no guide to buy- 
ing so that they fall for bargains 
that boomerang. Irresponsible con- 
tractors now get away with putting 
in the cheapest hardware available 
just to help sell a place. 

“Hangers of overhead doors don’t 
like the situation either, for they often 
find themselves ordered to install hard- 
ware which they don’t trust, but have 
no building codes to back them up. 

“To meet this present and growing 
need for control, a group of overhead 
door installation companies together 
with hardware manufacturers have 
formed the National Overhead Door 


Association.” Their purpose is: 

To establish, through legislation or 
by a code of ethics, minimum require- 
ments for the quality of materials 
used and the engineering specifica- 
tions; 

To have a stamp of approval with 
the weight load limit affixed to every 
set of hardware; 


To enforce these standards with 
rigid inspection of door installations; 


To license door hangers who pass a 
state examination. 


Along with protecting the public, 
the NODA hopes to inform and arouse 
people to appreciate safety as we'!! as 
convenience in overhead garage doors, 





Pine paneled door manufacturers, 
representing the membership of Pon- 
derosa Pine Woodwork and the Na- 
tional Woodwork Manufacturers As- 
sociation, recently met in Dubuque, 
Iowa, to discuss plans for promotion 
of “Decorator Doors.” The Decorator 
Door program—supported by national 
advertising to homeowners and build- 
ers, and a four-color idea booklet now 
being prepared by Ponderosa Pine 
Woodwork—is said to be designed to 
promote the sale of pine paneled doors 
by stimulating interest in the deco- 
rative possibilities of these doors. 


Pine Door Manufacturers Meet in Dubuque, lowa 





This photograph was taken on steps 
of office building of Carr, Adams & 
Collier Co. prior to trips through the 
plants of that company and the Far- 
ley & Loetscher Mfg. Co. Mr. F. E. 
Bissell, Jr., vice-president in charge 
of sales of the Carr, Adams & Col- 
lier Co., and L. C. Paisley, general 
sales manager of the Farley & Loet- 
scher Mfg. Co. (next to Mr. Bissell), 
are presidents of Ponderosa Pine 
Woodwork and the National Wood- 
work Manufacturers Association, re- 
spectively. 





The Floor Layers Chotce cy 
UNIT PACKAGED FLOORING 


J. W. WELLS’ 


)NOFMA 








Wells’ Appalachian Hardwood Floor- 
ing — Oak, Hard Maple, Beech — is 
known far and wide for its soft texture 
and quality manufacture. Floor layers 
find it easy to install, hard to beat for 
durability and appearance. 


> mo ff Ae t 


of the 


Peerace sl. e+ 


Flooring from the Foothills 


Smoky Mountains and the Cumberland 
_ Mountain Range 





Wells steel straps all its flooring in unit 
packages to facilitate unloading, ware- 
housing and handling. It's available in 


mixed cars with Southern Yellow Pine 
—or Van loads to include Oak Treads, 
risers, thresholds and trim. Appalachian 
hardwood paneling to order. 
For quality and careful attention to 
the smallest particulars, make “Wells 
your brand today. 
36 Hour Van Service to Midwest 
and Middle Atlantic States 


J. W. WELLS LUMBER COMPANY 











| The Manufacturer of new 


ROLLING DOOR HARDWARE 


Offers These Features: 
1. Extruded Aluminum S. 
| Track 
2. Nylon Wheel 


3. Low priced quality 
item 7. 


Practically Noiseless 


6. You may purchase 
either packaged hard- 
ware or K.D. units 


Samples on request 
4. Very simple a our cost 


installation 8. Territory open 


C & C METAL PRODUCTS CO. 


2055 Lee Street, Hollywood, Florida 
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THE NEW 
DOOR AND FRAME 
PACKAGED UNIT 


Divide ordering headaches by six — One 
READY HUNG DOOR unit includes all six READY HUNG DOOR CORP., DEP’ 8 
door materials. FORT WORTH 2, TEXAS 
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More arid more dealers are stocking’ VIKON METAL TILE tor as Y 
because more and more custémers are demandirtg the 


plus values Vikon provides . . . economy of installation— 

















te * durability —wide color selection—permanence—beauty — 
‘ h ease..of maintenance. 
the VIKON METAL TILE is nationally*ddvertised, and 
‘ar- backed by an aggressive sales promotion campaign... 
_ ie ommounter displays, dealer helps. 
irge oe - 
Col- G Net Ss AVAILABLE IN 30 FADE-RESISTANT COLORS 
- S STEEL- ALUMINUM: STAINLESS STEEL 
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ine a mer 
ca : : ion! Re BEAUTY- ECONOMY “PU RABILITY 
re Satisfactio —_ Rt SEND FOR VIKON'S 
VIKON TILE CORPORATION, WASHINGTON, N. J. FREE*GQLOR BROCHURE 








YOU'RE 
LOOKING 
; AT 

2 MONEY IT's 

+ IN Wet-Crve 
YOUR STEEL 


y ET _ BRIDGING ornare | 
on aoe ees For Better Value, Feature 


aa a to Bolster Wood Joists G ABRIEL 
Five, yes just five quick steps 


from carton to finished appli- 


cation — your customers save 
labor costs, you make easy BASEM | 
Standard Sizes sales! 
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§ +101 #102 #122 Met-Cro opens like a scissors, 
Cent’ Jie” 12 | 12” | ie” 167] is quickly, efficiently nailed in- 7 : 
Beam Jax 8 3x10 | 3x6 [2x 8 3xlo0) © Place. No measuring, fitting The quality and convenience of Gabriel Basement 
Sizes .[3x 8 2x12 9 2x8 13x 8 2x12 or sawing — you re through in : z i 
ppeeetcXt 0, S812 1 SxS J 2x10 Sxl2y ct jiffy! Windows, their easy operation, their top and bottom 
‘ Special” Sizes on Order—hipping Wt} You will like Met-Cro for this - ‘ . locki d il 
) 4 A: prox. 50 Ibs. per box of 100 = ABEL. bridging. opening features and exclusive side-arm loc ing etal 
f ' IS} PRICE $16.00 per 100, F.O.B. once tried, is fast becoming the E 
Factory caly bridging many builders assure satisfied customers and greater profits for you. 
"Copyright — Pat. No. 2,455,904 will use. ‘ ; p . ' 
Start pocketing Met-Cro profits Available in 2-light sash of modular dimension. 
today! 
AE ‘ National Sales Representatives: HARRIS, Inc. 
Me: i i d ., Columbus 15, Ohio 
J Met-Cro Specialties Company, Inc. 200 E. Long St., Colu 
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43700 Sherwood, Defrost /2; Mich. 


56 Boerum Street — Brooklyn 6, N. Y. 
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NATIONAL PLYWOOD ASSOCIATION 


officers include, 





ae - 


left to right: Emory 


E. Moore, Chicago, president-elect; B. E. Babbitt, managing director, Chicago; 
and Kenneth J. Shipp, retiring president, Oakland, Cal. 


National Plywood Distributors Association 


More than 300 members attended 
the 10th annual convention of the 
National Plywood Distributors Assn. 
June 22-24, at the St Francis Hotel, 
San Francisco. 

The business sessions included a 
sales-management clinic and scores 
of hard-hitting addresses by industry 
leaders. Here are a few typical quo- 
tations from the speeches that illus- 
trate the growing awareness of in- 
creased competition and the need for 
selling and merchandising: 


_O. Harry Schrader, Jr., managing 
director, Douglas Fir Plywood Assn. 


“It is a serious misconception to 
regard the return of competition as 


a tragedy. Rather it’is an inspira- 
tion to American business to once 
more roll up its sleeves and return to 
the greatness of free enterprise and 
constructive selling. The Douglas 
Fir Plywood Association, as a trade 
promotion organization hopes to serve 
as a primer in launching and sustain- 
ing new and better merchandising 
methods.” 


F. E. Nicholson, sales manager, 
California Builders Supply, Inc. 
“How do we sell the dealer? [ll 


draw the form of a triangle. On one 
of the 
The 
is hard 


side is 
product 
other 


technical knowledge 
you offer the dealer. 
side of the triangle 





J. M. J. Tile Cutters give 


YOU the edgein PROFITS 






You 
Profit 
from 

Tile Sales 


Customers buy more TILE and YOU PROFIT when you 
offer J. M. J. tile cutters to rent when they purchase tile. 
J M. J. tile cutters cut all resilient floor tile, all types 
of plastic wall tile and cuts and bevels in one operation | 
all types of metal wall tile. J.M.J. helps you with | 
free ad mats, counter cards, rental | 


forms and other material. 


CLIP AND MAIL TODAY 


You | 
Profit 


} 


from | 





Twin-Tilt 
operated truck with the pat- 
ented, labor saving auxiliary 
frame, It lifts up to 1,200 Ibs. 
with tinger tip control, 


work ... lots of calls, diligent effor, 
The base of the triangle is the emo. 
tional appeal in selling . . . helping 
the dealer sell the merchandise tha 
you sold him. It’s helping the deal 
to remodel . . . display. It’s telling 
the dealer time is running out jf 
he doesn’t become a super-market fo 
building materials. You point out 
that only 5 percent of the grocery 
stores of the country are true super. 
markets but that they do 48 percent 
of the business.” 


Harold E. Holman, deputy direc. 
tor, Lumber & Wood Products Di- 
vision, National Production Author. 
ity, Washington, D. C., summed w 
the job ahead: 

“1. The establishment of a common 
objective arrived at through coopera. 


tive effort between distributors ani 7 


manufacturers. 


2. The realization on the part of 


all concerned that the attainment 


of the objective is the responsibility | 
of every segment that makes up both | 


production and distribution of ply-| 


wood. 


3. That our responsibility encom- 
returns | 


passes not only _ profitable 
within each field of activity but it 
embraces ethical practices, sound 
business procedures and the applica- 
tion of protective measures for the 
consumer. 


4. That it is the job of everyone 
concerned to adequately and efficiently 
police the activities of their repre- 
sentatives so that the profits and the 
reputation of the industry will be 
maintained.” 








The load on the man in- 
Stead of the truck. Extra 
handling, lower efficiency, 
soaring labor costs, 















is the only hand 





Rental 








operation. 


























Please send me FREE BULLETIN F on the JMJ Tile 
Cutter Rental Plan and name of nearest distributor. 
NAME _ 
ADDRESS __ ae 
CITY ZONE STATE 
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BRAINS 


Built to rigid specifica- 
tions, Twin-Tilt gives you 
money saving, time saving 
and product saving opera- 
tion. Palletized materials 
are moved in one easy 













Write Twin-Tilt for literature 
describing-in detail how you can 
save labor costs whatever the 
size of your operation. 


TWIN-TILT TRUCK CO. 
DEPT. AL, P. O. BOX JI 
ST BERNARD, CINCINNATI 
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HURTSBORU 
LUMBER COMPANY 


MANUFACTURERS 


Short Leaf Pine 


AND 


Hardwood Lumber 
Boards Our Specially 


WE MAKE POPLAR BEVEL SIDING 
AND RESAW PINE AND HARDWOOD 


PHONE 148 














hin) 
The HURTSBORD 











Manufacturers of 
HIGH GRADE END MATCHED 


OAK FLOORING 


in 25/32in. 1/2in. 
Moulding Pine Finish @ We are in a position to Ship Oak 


God TORING CL 
MMe 








Flooring and Air Dried Yellow Pine Boards 
in the Same Car 





Plant at HURTSBORO, ALABAMA Phone 129 


loud Lumber Co. 


M Executive an Building 


jonal-Soo 
- ve 2. Minnesota 
ducts of 
. ee Lumber Co., 


Calif. 


Selling th 


loud Rive 
The McC cloud: 


PONDEROSA PINE 


ste) PINE 
nuine White “ 
SUGAR TAS FIR. WHITE Fi 


Quality 


WESTERN 
SOFTWOODS 
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keep your EYE 
on: clean, 


Le-Midle 


profitable 





pty he saa set 






Write for a copy of: 
Merchandising Plan 
for selling Wolmanized 
Pressure-Treate 
Lumber. It's 


American Lumber . 
& Treating Co. 


1671 McCormick Bidg., Chicago 4, Ill. 


a profit- Branch Offices in Boston, New York, 
builder. Baltimore, Jacksonville, Fla., Little Rock, 
Ark., Los Angeles, San Francisco and 

Kou Portland, Ore. 
Oy *Wolmanized is a registered trademark 


of American Lumber & Treating Co. 


THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 


Rainelle, W. Va. 





















WHA' DA YA MEAN 
USIN’ JAMB SETS 
FOR SHELVIN’--- 


ASK 





OMHtes PEND. 


THE NEW 
DOOR AND FRAME 
PACKAGED UNIT 
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Misused materials mean missed 


ofit—St : 
it with READY HONG DOORS. OP READY HUNG DOOR CORP., DEPT B 


FORT WORTH 2, TEXAS 
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COMPANIES ANNOUNCE 


O. Harry 
Schrader, Jr., is 
resigning as man- 
aging director of 
the Douglas Fir 
Plywood Associa- 
tion to assume 
an executive post 
with United 
States Plywood 
Corporation in its 
western opera- 
tions. These con- 
sist of timber holdings in California, 
Oregon and Washington; plywood, 
lumber or veneer mills at Seattle 
and Kosmos, Wash., Mapleton and 
Portland, Ore., Anderson, Calif., and 
three plywood plants under contract. 
Mr. Schrader will remain with the 
Association for 60 or 90 days to per- 
mit his suecessor to be selected. Since 
December, 1949, he has been manag- 
ing director of the trade association, 
which comprises 85 producers of fir 
plywood. The Association states that 
he “had done an outstanding job and 
has made many contributions in the 
past few years,” during which period 
fir plywood production has increased 
from 1,900,000,000 square feet to 
2,800,000,000 square feet annually. 
Prior to joining the Douglas Fir 
Plywood Association, Mr. Schrader 
was director of the State of Washing- 
ton Forest Products Institute and also 
was associate professor of forest 
products at the University of Wash- 
ington. He holds degrees from Uni- 
versity of Washington and University 
of Wisconsin and has a Doctorate in 
Forest Products from Yale Univer- 
sity. 


O. V. Slaughter has succeeded Ernie 
White as sales manager, Hardwood 
Lumber division, Mansfield Hardwood 
Lumber Co., Shreveport, La. Mr. 
Slaughter is also sales manager for 
The Hardwood dimension division. 


Ray E. Shreck, Director, Research 
and Development, Union Lumber Com- 
pany, San Francisco, was elected Re- 
gional member of the board of Forest 
Products Research Society represent- 
ing the Southwest Area including Cal- 
ifornia, Nevada, Utah, Colorado, Ari- 
zona and New Mexico, at the annual 
meeting of the society held recently 
in Milwaukee. Mr. Shreck is a mem- 
her of the Research Committee of the 
California Redwood Association and 


also a member of the Products. and 
Research committee of the National 
Lumber Manufacturers Association. 


The Oregon-Pacific Lumber Com- 
pany, wholesale lumber distributors, 
announces the appointment of Hal 
Saltzman as assistant sales manager 
and buyer. The company’s offices are 
located in the American Bank Build- 
ing, with representatives in most 
metropolitan districts throughout the 
nation. Mr. Saltzman formerly held 
the position of buyer and recently re- 
turned from Korea where he served as 
First Lieutenant with the First Marine 
Division. He also served with the 
Marines in World War II. 


Eugene W. Hall on July 1 joined 
the staff of the Raleigh Chinn Co., 
Seattle, Wash. Mr. Hall has taken 
over the position of sales manager. 
Among Mr. Hall’s former connections 
are the Simpson Logging Company, 
Seattle, and the United States Ply- 
wood Corp., both of which are large 
factors in the plywood business. The 
Raleigh Chinn Company is mill agent 
for several western plywood manu- 
facturers and has long specialized in 
plywood sales. 


Midwest Mower Corp., St. Louis, 
Mo., manufacturers of Eversharp 
Power and Hand Lawn Mowers, an- 
nounces the appointment of Gunnar 
A. Taube as general plant superin- 
tendent of the firm’s new Hannibal, 





Did you read about 
the California dealer 
who has a_ profit- 
sharing plan that 
brings results? It’s 
on Page 66. 





Mo., plant. The plant has been com- 
pletely equipped with the most n od- 
ern, precision machinery for the pro- 
duction of high quality lawn mov ers 
and is now tooling up to produce the 
1953 line which will incorporate many 
new design and engineering impr ve- 
ments. 


OBITUARIES 


JOHN HENRY TOUCHSTONE, 
president and treasurer of the George 
Green Lumber Co., Chicago, IIl., ‘lied 
July 28. Mr. Touchstone was a patient 
at the Woodlawn Hospital at the ‘ime 
of his death. The Green lumber ¢om- 
pany operates four yards in the city 
of Chicago. 


MARTIN S. McDONNELL, 46, vice- 
president of the Cascade Lumber Com- 
pany, Yakima, Wash., and president 
of the McDonnell Western Lumber 
Company, Inc., of Chicago, Illinois, 
died July 5 of a heart attack in his 
home in Evanston, III. 

Mr. McDonnell was well known in 
the industry, having started his career 
in lumber circles at the age of 17 
with the Virginia Rainey Lake Lum- 
ber Company, Virginia, Minn. in 
1926 he became associated with 
Bloedel-Donovan Lumber Company of 
Bellingham, Wash., and was the firm’s 
midwest sales manager until his entry 
into the armed services in 1942. 

During his army career, he served 
as industrial economist rehabilitating 
the industries of France and Italy, and 
for this service was awarded the Le- 
gion of Merit. At the time of his 
discharge in November, 1945, he had 
risen to the rank of Colonel and was 
head of the Resources Division in 
Washington under General Lucius D. 
Clay. In postwar years, he has served 
the government. in a civilian capacity 
as advisor on lumber problems for 
the E.C.A. and, later, the O.P.S. 


Mr. McDonnell formed the Mc)Don- 
nell Western Lumber Company in 1947 
and became its president. He also 
became associated with the Cascade 
Lumber Company in that year as 
vice-president, director, and a princi- 
pal stockholder. He was president of 
the Ellensburg (Wash.) Lumber Com- 
pany, and stockholder and director of 
various smaller mills and retail yards 
in the state of Washington. 








D. M. MCCLINTOCK LUMBER Co. 


Terminal Sales Building, 
PORTLAND 5, OREGON 
Telephone: Atwater 9355 
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Douglas Fir @ Red Cedar 
Sitka Spruce & Hemlock Lumber 
Shingles 


THE NEW 
DOOR AND FRAME 
PACKAGED UNIT 





Are wood borers boring into your profits? 
HUNG DOORS. Sn see See READY HUNG DOOR CORP., DEPT. B 


FORT WORTH 2, TEXAS 


Exclusive Mill Agents 
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FLUSH DOORS 
CORNICES 
CHAIR RAILS 
WALL PANELS 
MANTELS, 
CLOSET SHELVES 


A wide selection of 
Embossed and deep- 
ly Carved mouldings 
in traditional & 
modern designs are 
available for imme- 
diate delivery. 













Write for illustrated catalog 


BENDIX Manufacturing Co. 


192 Lexington Avenue, New York 16, N.Y. 








/ @ Ponderosa Pine 
@ Sugar Pine 
® Douglas Fir 


@ White Fir 


Wh completion of the new band mill, planing mill 
an: dry kilns of our subsidiary, Southern Oregon 
Planing Mill Co. Inc., we’re in better position than 
ever to serve buyers. 

Shioping over 5 million feet per month of 
Po: derosa Pine, Sugar Pine, Douglas Fir 
an: White Fir. \ 


Consult us on your needs. 


ROGUE LUMBER SALES 


P. O. Box 707, Medford, Oregon 
Phone: Central Point, Oregon 1091 


Exclusive Sales Agents for 


Southern Oregon Planing Mill Co., Inc. 
Jackson Creek Lumber Company, Inc. 


Reputable Sales Representatives Throughout the Nation 








no 


H. G. Dowson A. W. Lingaas 


a 












, (IMMEDIATE. 
DELIVERY! 


. ge 
we flee. | \ aici FAMOUS 
Re NN ee BESSLER 
Disappearing 
STAIRWAY 


The big problem in mod- 
ern housing is: more room 
at slight extra cost. Cash 
in on this need NOW, 
with the original and 
genuine Bessler Disappear- 
ing Stairway. Affords quick, 






easy access to upper 
areas; slides up into ceil- 
ing; takes up no space in 
room below. Hundreds of 
thousands sold in the last 
40 years. We can fill 
your requirements right 
now—get the steady extra 
profits that this high-utility 
product can asure you. 


8 
FEATURES: /\ 


1. Seven models 

2. A real stairway 

3. Operates from above 
and below 

4. Full width treads 

5. Full door width 

6. All steps equal height 

7. For old and new 
installations 

. Safety-engineered 


. . 
a a 
. » 
. , 
om . 
Yee Orns 
© a 


. The original disappear- WRITE FOR 
- —. igen " 
—_— DETAILS! 


The Bessler Disappearing Stairway Co. 
1900 East Market Street, Akron 5, Ohio 








\VWARARAAAKAKAKRARARAXKX 
¢ BEHIND THE MILLS — THE CONNOR TIMBER STANDS Y@A@ 


¢ iiiemeianmeneieeemee 
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2 “LAYTITE” 


. 
oY Maple and Birch Flooring 


+ in Cartons 
¢ (or regular leagths ia bundles) 


M. F. M. A. SPECIFICATIONS 


Forest Products Since 1872 














BuILpinG Propucts MERCHANDISER 


Lege}, fe}: 
LUMBER and LAND COMPANY 


Marshfield, Wiscensia ; 


PO. BOX 112-m, MARSHFIELD, WIS 


+ PHONE NO. D-TELETYPE NO. 26 xX) 
obi0:0.0:0:0:0:0:0:6.0:0:0:0:0% 8 
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Answers to What's Your Answer? 
Stop! Read questions on Page 107 


1—Two or three ads a week. See Mer- 
chandising Clinic, p. 108. 

2—Perma Products Co., Cleveland, 
Ohio. See ad p. 44. 

3—By building a vertical cutting rack, 
with a counterbalanced power saw. 
See Profit Making Ideas, p. 70. 

4—Akron Hardware Products Mfg. 
Corp., Woodside, N. Y. See What’s 
New, p. 116. 

5—From a similar device in an auto- 
mobile service station. See p. 59. 

6—Horizontal furring clip to go with 
SCR brick. See What’s New, p. 124. 

7—Organizing a power tool club. See 
p. 78. 

8—A reel-type rack made by Water- 
bury Rope Sales Corp., Brooklyn, 
N. Y. See What’s New, p. 112. 

9—A little over 13 percent. See p. 82. 

10—Infra Insulation Inc., New York. 

See What’s New, p. 122. 





TV KITCHEN PROMOTION 


(continued from page 96) 





More than 40,000 television 
sets are in use in Duval County 
alone. Suppose three persons 
viewed the program on each 
set, a tremendous audience of 
120,000 people. 

A feature of the firm’s mer- 
chandising program is_ the 


“live” kitchen, one of the few 
in this area, where appliances 
are hooked up for store dem- 
onstration. Sink, dishwasher, 
range, complete laundry in- 
cluding washer, ironer and 
drier, are colorful and con- 
structive sales aids. 


Women’s civic organizations 
have had all-day demonstra- 
tion parties in Crabtree’s kit- 
chen department. The kitchen 
center has also been used by 
the home economics division of 
the Duval County school sys- 
tem, both white and colored 
teachers using the kitchen and 
laundry for a full day for each 
exercise. 

The kitchen is in plain sight 
of the entrance, and the ap- 
proach to it is down a long lane 
of ranges, refrigerators, water 
heaters, dishwashers, food 
freezers, etc. 

The Crabtree Lumber Com- 
pany gives special attention to 
its telephone trade. 


“Every piece of publicity we 
put out carries our phone num- 
ber,” says Raymond Crabtree. 
“Every employe is taught the 
essence of courtesy and coop- 
eration on the phone as well 
as the floor. 


“One night on television we 
ran a special commercial, guiar. 
anteeing installation of refrig. 
erators by noon the next ‘lay, 
if the customer called our num. 
ber by nine o’clock. The results 
were astounding.” 
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YOU CAN'T DO IT ALL YOURSELF 


(continued from page 90) 





ing he’s in the process of buying, 
we follow one simple rule. Help 
him plan his buildings so that 
they will last for at leas: 50 
years. See that he gets good 
materials and workmanship and 
give him as much free advice 
as you can. 


It’s a funny thing about man- 


agement. You may think youl 


can, but actually you can’t do 
the whole job yourself. You 
have to work in many devious 
ways, alway departmentalizing, 
adding men where needed, ad- 
vertising, using strong promo- 


tion, timely window displays, 


and giving every customer the 
close attention he deserves. It’s 
the only way to make a healthy 
business stay that way. 








Trade Mark 





Modern Moore Design Dry Kilns 


PONDEROSA PINE 


High Altitude, Soft Textured Growth 





Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


CALIFORNIA 




















''The owner let it run down a little — 
but a few dollars will put it in tip 
top shape." 





GET YOURSELF MORE 
BUSINESS by using our car- 
toons in your newspaper 
advertising. There are 104 
cartoons on Remodeling, 
Roofing, Additions, 
Homes, etc. 
| and 2 column sizes. Also 
350 tie-in copy suggestions. 
Write today for information 
on EXCLUSIVE for your city. 


' LIL-AD FEATURES, 


RFD 3, Santa Ana, Calif. 


New 
Mats come in 








Jefireys-MeElrath 


P.O. Box 137 — Tel. 3663 MACON, GEORGIA 


@ DOMESTIC AND EXPORT 
@ FABRICATED BOXES 
@ CRATES — PALLETS 
@ SOUTHERN HARDWOODS 
@ YELLOW PINE LUMBER 


@ OAK FLOORING 


Daily Capacity 300,000 feet 


Factory Locations 





I ccnesncdecccavecbesadsreeciguee eae ventotsecenertsecnseeseredoree Milledgeville, Ga. Macon, Ga. Keesville, Va. 

Arkwright, Ga. Chase City, Va. Raleigh, N. C. 

OE, n.d. 5. cccevevynesbvesseeseetcetbabaseubeetonencevenseenennseenes Jackson, Ga. Oxford, N. C 
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